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Reading  from  left  to  right,  Chief  Videau  and  Assistant  Chief  Young  of  the 
Montauks  and  Chief  Prentice  and  Assistant  Chief  Snow  of  the  Rockaways,  as 
they  may  look  after  a  strenuous  week  of  “chiefing”  at  the  1935  UEF 
Sales  Camp.  Photo  taken  with  Special  UEF  NEWS  crystal-gazing  lens. 
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The  Story 

Back  of  the  Picture 

EVERY  picture  tells  a  story  and  one  picture,  according  to  a  Chinese 
philosopher,  is  worth  ten  thousand  words. 

Our  cover  picture  this  month  is  intended  as  a  cross-section  view 
of  the  thinking  apparatus  of  happy  Joe  Salesman  who  finds  his  name 
in  the  1935  Sales  Camp  Manual. 

As  he  looks  at  the  Manual  he  realizes  that  every  hour  of  every  day 
will  be  full  of  a  number  of  things:  golf,  fishing,  swimming,  diving, 
riding,  baseball,  tennis,  boating,  stimulating  meetings,  private  con¬ 
ferences,  “remember  the  time”  parties  with  old  friends,  feasting, 
playing,  working,  sleeping,  sightseeing.  Paraphrasing  Tiny  Tim, 
“There  never  was  such  a  swell  sales  camp.” 

He  realizes,  too,  that  this  opportunity  to  meet  his  fellow  All-Stars, 
department  and  division  heads  and  executives;  to  participate  in 
stimulating  discussions  of  sales  problems;  to  visit  the  Hartford  and 
Bridgeport  factories  and  see  with  what  infinite  precision  and  care 
the  machines  he  sells  are  built;  will  combine  to  make  his  selling  in 
the  future  more  effective — more  profitable. 

It  is  too  bad,  of  course,  that  every  UEF  salesman  is  not  at  Montauk. 
But  those  who  are  not  at  the  Sales  Camp  in  person  will  be  there  in 
spirit. 

As  Joe  Salesman  goes  through  this  week,  day  by  day,  he  will  be 
making  notes  of  things  to  tell  Bill  and  Bob  and  Jack  and  Jim  when 
he  gets  back  home.  Many  a  conversation  next  week  will  begin  with 
the  words,  “Out  at  Montauk  we  learned  .  .  .  .”  In  this  way,  those 
who  are  not  at  Montauk  will  have  Montauk  brought  to  them. 

This  first-hand  information  will  be  invaluable  to  those  potential 
All-Stars  who  are  still  striving  to  reach  the  stellar  ranks  and  if  1935 
doesn’t  see  a  marked  increase  in  the  membership  of  the  Underwood 
Elliott  Fisher  All-Star  Salesmen’s  Club,  our  name  isn’t 
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by  P.  D.  Wagoner,  President 


THERE  is  one  American 
custom  that  has  success¬ 
fully  survived  the  vicissi¬ 
tudes  of  time ;  namely,  that 
of  sending  postcards  to 
friends  back  home  in¬ 
scribed  with  some  varia¬ 
tion  of  the  time-worn 
theme:  “Having  a  swell 
time.  Wish  you  were  here.” 

The  reason  this  senti¬ 
mental  custom  continues 
from  one  vacation  season 
to  the  next  is  that  we  are 
a  generous  race.  We  really 
enjoy  sharing  our  good 
fortunes  and  our  good  times  with  others. 

This,  then,  is  my  summer  postcard  to 
you:  “Having  a  swell  time.  Wish  you 
were  here.” 

I  am  out  on  the  tip  of  Long  Island  at 
a  place  known  as  Montauk  Point.  I  am 
here  with  more  than  two  hundred  other 
members  of  the  UEF  family.  Together 
we  are  signalizing  the  achievements  of 
our  All-Star  salesmen  and  others  who 
have  rendered  valuable  service  to  the 
success  of  our  company  during  the  past 
year. 

We  are  here  for  a  week  of  work  and 
play.  A  week  of  concentration  and  relax¬ 
ation.  A  week  of  review  and  prepara¬ 
tion  for  the  sales,  service,  manufactur¬ 
ing,  engineering  and  management  prob¬ 
lems  that  will  come  with  the  days  that 
stretch  away  from  Montauk.  But  no  mat¬ 
ter  how  far  we  are  removed,  in  time  or 
distance,  from  this  wind-swept  Paradise, 
we  shall  never  forget  the  happy  associa¬ 
tions  that  this  week  has  made  possible 
nor  the  inspirations  it  has  brought. 

In  the  next  issue  of  our  family  maga¬ 
zine,  you  will  learn  of  the  many  things 
that  are  happening  here.  Before  the 
whole  story  can  be  told  in  print,  how¬ 
ever,  you  will  have  listened  to  glowing 
word-of-mouth  reports  from  those  who 
are  with  us  this  week,  for  there  is  not  a 


section  of  the  country,  nor  a  division  of 
our  many  activities  that  is  not  well  rep¬ 
resented  among  those  enrolled  in  the 
1935  Sales  Camp. 

Although  I  have  already  told  my  fel¬ 
low-campers  how  glad  I  was  to  welcome 
them  to  the  1935  Underwood  Elliott 
Fisher  Sales  Camp,  I  would  like  to  take 
this  opportunity  to  reiterate  part  of  my 
message  to  them.  This  Sales  Camp  is 
essentially  a  business  proposition.  It  is 
an  investment  in  good  health,  in  mental 
and  spiritual  well-being  and  in  business 
development  which  will  be  reflected  in 
our  volume  of  sales. 

Even  those  who  are  not  fortunate 
enough  to  be  numbered  among  the 
Campers  will  benefit  by  this  Sales  Camp 
because  those  who  are  here  will  go  back 
to  their  territories  with  a  new  point  of 
view,  a  new  and  contagious  enthusiasm 
and  new  sales  slants  which  will  accrue  to 
the  advantage  of  every  one  of  their  co¬ 
workers. 


Those  who  are  not  with 
us  this  week,  will  profit  in¬ 
directly,  but  none  the  less 
certainly,  by  the  presence 
here  of  these  able  repre¬ 
sentatives.  And  while  I  say, 
in  all  sincerity,  “Wish  you 
were  here,”  I  do  so  know¬ 
ing  that  not  all  the  benefits 
of  this  glorious  week  will 
be  lost  to  you. 

You  may  be  sure,  too, 
that  the  extent  to  which 
you  avail  yourself  of  the 
opportunities  which  will 
be  yours  because  of  the  ex¬ 
istence  of  this  Sales  Camp,  will  be  the 
true  measure  of  your  possibilities  for 
growth  in  the  UEF  family. 

How  I  wish  that  every  member  of  our 
vast  organization  could  be  here  to  listen 
to  the  reports  brought  to  us  from  every 
part  of  the  United  States  and  from 
abroad,  to  hear  the  lively  discussions 
that  are  taking  place  every  day;  to  be¬ 
come  infected  with  the  indomitable  spirit 
which  fills  every  waking  hour  and  even 
brings  a  pleasant  tinge  to  our  dreams. 

I  am  witnessing  this  week  the  greatest 
manifestation  of  the  real  UEF  spirit  that 
I  have  ever  seen.  There  is  not  a  man 
here  who  is  not  adding  something  of 
value  to  the  common  good  of  all.  Every¬ 
one  is  constantly  alert  and  is  thus  keep¬ 
ing  everyone  else  on  his  toes. 

Before  this  week  is  over  every  man 
here  will  be,  figuratively,  champing  at 
the  bit.  We  are  all  glad  to  be  here;  but 
we  are  all  equally  anxious  to  get  back  to 
our  respective  territories,  to  share  the 
benefits  that  have  been  ours,  to  help 
others  build  an  even  greater  Underwood 
Elliott  Fisher  and,  at  the  same  time,  give 
every  man  a  chance  to  “build”  himself. 

For  these  reasons,  and  others  which 
are  so  intangible  as  to  defy  definition,  I 
say  again,  “Having  a  swell  time.  Wish 
you  were  here.” 


“Sam’s  one  of  these  old-fashioned  sales¬ 
men  that  you  read  about  in  books.” 


Old-Fashioned 


Salesman 


by  Allan  Barkley 

( Reprinted ,  by  permission,  from  American  Business) 


When  Mr.  Barkley  wrote  the  follow¬ 
ing  interesting  article,  he  must  have 
had  in  mind  just  such  old-fashioned 
quota-smashers  as  are  pictured  on  these 
pages  and  in  whose  honor  the  1935 
Sales  Camp  is  being  held  at  Montauk. 
Here’s  to  forty  old-fashioned  salesmen. 
May  their  tribe  increase! 

— Editor. 

^  l"\  ID  you  notice  the  guy  that  just 
came  in,  Harry?  The  one  who’s 
sitting  down  over  there  at  the  counter 
right  now.  Didn’t  even  bother  to  hang 
up  his  hat  and  coat.  That’s  old  Sam 
Rogers.  Been  working  over  at  our  place 
since  God-knows-when.  I  get  a  big  kick 
out  of  old  Sam.  He’s  a  card. 

“Keep  your  eye  on  him.  He’ll  grab  a 
sandwich,  a  cup  of  coffee  and  a  piece  of 
pie  and  be  out  of  here  in  fifteen  minutes. 
If  Sam  ever  spent  as  much  as  half  an 
hour  for  lunch  he’d  think  he’d  been  on 
a  spree;  probably  turn  back  part  of  his 
pay  at  the  end  of  the  week.  Soon  as  he 
gets  through  he’ll  hot-foot  it  out  to  the 
end  of  nowhere  and  be  camping  on  the 
doorstep  of  some  unsuspecting  purchas¬ 
ing  agent  when  he  gets  back  from  lunch. 
That’s  Sam’s  quaint  idea  of  salesmanship 
with  a  capital  S.  The  poor  sap  doesn’t 
realize  he’s  just  making  a  dam’  nuisance 
out  of  himself.  He’s  got  about  as  much 
sense  of  tact  and  diplomacy  as  a  bull 
pup. 

“Sam’s  one  of  these  old-fashioned 
salesmen  that  you  read  about  in  books 
but  seldom  see  in  the  flesh.  He’s  one  of 
the  last  remaining  specimens  of  a  vanish¬ 
ing  race — thank  God.  He  still  believes  in 
Santa  Claus,  Easter  bunnies  and  the  law 
of  averages.  You  ought  to  hear  him  talk 
about  the  law  of  averages  sometimes. 
He’s  got  the  naive  notion  that  the  more 
calls  you  make  the  more  you  can  sell. 
He  even  keeps  a  little  book  of  calls.  Got 
it  all  figured  out  —  so  many  calls;  so 
many  interviews  —  so  many  interviews; 
so  many  sales.  Can  you  imagine  a  guy 
like  that? 

“Back  in  the  good  old  nineteen-twen¬ 
ties,  there  might  have  been  some  point  to 
running  down  your  heels  making  calls — 
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not  much,  but  some.  Everybody  had 
money  then.  But  not  one  out  of  twenty’s 
got  a  dime  now.  What’s  the  use  fooling 
around  with  the  other  nineteen?  That’s 
what  I  say.  But  Sam  can’t  see  it  that 
way.  The  poor  dumb  dodo  pads  around 
town  making  his  silly  calls  and  writing 
them  down  in  his  little  book.  It  makes 
me  tired  just  to  think  about  it. 

“To  give  you  an  idea  how  this  bird’s 
mind  functions,  last  summer  we  had  one 
of  these  goofy  campaigns  I’ve  told  you 
about.  You  know,  the  old  pep-and-ginger 
stuff.  Well,  to  start  the  contest  off  with 
the  proverbial  bang,  we  had  a  big  sales 
meeting  and  the  Boss  came  down  from 
New  York  to  spread  on  the  old  oil.  He 
sounded  off  about  how  many  machines 
we  could  sell  in  July  and  August  if  we’d 
just  forget  about  the  weather  and  put  our 
shoulders  to  the  well-known  wheel,  step 
up  and  smack  the  ball,  and  so  on. 

“He’s  just  the  type.” 

“Well,  I  never  fell  for  any  of  that  stuff 
myself,  but  I  was  watching  Sam  while  the 
Boss  was  spouting  and  you  should  have 
seen  his  face.  He  had  one  of  these  seri¬ 
ous,  innocent,  dumb  looks  on  his  pan  and 
was  sitting  there  drinking  it  all  in  as  if  it 
was  gospel.  I  had  to  laugh.  He’s  just  the 
type  to  go  for  contests  in  a  big  way. 

“There  were  a  lot  of  prizes  offered  to 
the  salesmen  who  were  crazy  enough  to 
go  out  and  work  their  tails  off  all  sum¬ 
mer — I  forget  now  just  what  they  were — 
but  there  was  a  new  Buick  for  the  bozo 
who  turned  in  the  most  business  for  the 
whole  country.  And  when  I  looked  at 
Sam  and  that  do-or-die  mug  of  his  I 
said  to  myself,  ‘Here’s  where  this  guy 
starts  making  a  fool  out  of  himself  trying 
to  win  a  new  car.’ 

“I  had  his  number,  too.  Right  away  he 
gets  ants  in  his  pants  and  works  harder 
than  ever.  There  must  be  something  the 
matter  with  a  guy  that  takes  things  as 
seriously  as  he  does.  I’ll  bet  he  didn’t 
take  an  afternoon  off  for  two  months.  He 
sold  machines  to  outfits  I  never  even 
heard  of,  and  I’ve  been  around  this  town 
for  ten  years.  He’d  turn  up  at  the  office 
evenings  with  his  shirt  sticking  to  his 
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back  and  sweat  making  lines  through  the 
dust  on  his  face.  I  felt  hot  and  dirty  just 
looking  at  him. 

“Sure,  he  won  the  car  all  right.  But 
who  couldn’t  if  they  were  willing  to  work 
like  a  coal-heaver?  Personally,  I’d  rather 
drive  my  old  wreck  another  three  years 
than  go  through  all  that  agony.  Once  in 
a  while  playing  golf  or  down  at  the  beach 
I’d  think  of  the  poor  boob  back  in  town 
burning  up  the  soles  of  his  shoes  and 
it’d  hand  me  quite  a  laugh.  I  used  to  kid 
Sam  about  it.  But  he  wasn’t  even  smart 
enough  to  see  that  the  company  was 
simply  playing  him  for  a  sucker.  He 
thought  it  was  fun  to  sell  in  summer ; 
said  it  kept  his  mind  off  the  heat.  I 
believe  he  actually  enjoyed  it,  at  that. 
That’s  how  stupid  he  is. 

“Sam  was  at  the  meetings” 

“Sam  doesn’t  know  he’s  alive.  This 
sales  meeting  I  was  telling  you  about 
lasted  three  days,  and  boy,  did  we  have 
a  time!  It  took  me  another  three  days 
to  get  over  it.  After  the  first  session,  I 
didn’t  get  around  to  the  meetings.  There 
was  too  much  going  on  up  in  some  of  the 
hoys’  rooms.  But  Sam  was  at  the  meet¬ 
ings  all  right.  I  don't  suppose  he  missed 
a  one.  Outside  of  a  couple  of  drinks  he 
was  sober  the  whole  time.  It  was  just  the 
opposite  with  me.  After  a  couple  of 
drinks  I  wasn’t  sober  at  all. 

"He  didn’t  even  stay  downtown  nights. 
Every  night  we  had  a  brawl,  and  what  a 
brawl!  I  won’t  forget  that  little  party 
for  a  long  time.  But  not  for  Sam.  He 
went  out  to  that  place  of  his  at  the  edge 
of  town  and  probably  whitewashed  the 
chicken  house.  That’s  a  hobby  of  his— 
breeding  chickens.  Well,  it’s  mine  too, 
for  that  matter,  but  not  the  same  kind  of 
chickens.  It’s  funny  what  queer  ideas 
some  guys  have  of  a  good  time,  isn’t  it? 

“Sam’s  as  proud  of  that  place  as  if  it 
was  an  estate.  A  year  or  so  ago  he  paid 
off  the  mortgage  and  he  was  so  pleased 
it  was  almost  a  joke.  It  didn’t  amount  to 
more  than  six  or  seven  thousand  dollars, 
but  from  the  way  Sam  acted  you’d  think 
he  was  paying  off  the  national  debt.  I 
told  him  he  was  a  sap  to  pay  it  off  now 
with  real  estate  the  way  it  is.  Nobody’s 
foreclosing  any  mortgages  as  long  as 
they’re  collecting  the  interest.  I  told  him 
to  let  the  mortgage-holder  sing  for  his 
money.  Do  you  think  Sam  would  do  it? 
Not  him.  You  wouldn’t  believe  there  was 
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anybody  that  unsophisticated  any  more, 
would  you? 

“Yessir,  once  a  dumb-bell,  always  a 
dumb-bell.  The  company’s  always  put¬ 
ting  on  some  kind  of  special  drive  to  stir 
up  a  lot  of  new  business.  But  they  won’t 
suck  me  in.  Sam’s  right  in  line  as  usual. 
He  seems  to  get  real  pleasure  out  of  see¬ 
ing  his  name  at  the  top  of  the  list.  It 
doesn’t  look  like  he’d  ever  grow  up.  He 
even  brags  that  he’s  furnished  half  his 
house  with  prizes  he’s  won  in  sales  con¬ 
tests.  Can  you  match  that? 

“What  did  I  tell  you.  Harry?  There  he 
goes  now.  Back  to  the  grind  for  old  Sam. 
It’s  a  good  thing  he’s  a  husky  brute,  but 
personally  I’d  rather  have  brains  than 
brawn.  What  does  a  guy  like  that  get  out 
of  life?  I  want  to  know. 

“Don’t  go  yet,  Harry.  We’ve  got  lots 
of  time.  Let’s  have  another  beer  and  talk 
about  something  important.  Do  you  think 
you  can  line  up  that  job  with  Hazard 
and  Company  for  me?  I’m  getting 
washed  up  with  things  at  the  office. 
There’s  nothing  doing  these  days  in  our 
line,  and  I  can’t  see  any  future  in  it.  The 
old  man  has  been  riding  me  a  lot  lately 
— he  don’t  seem  to  appreciate  a  good 
man  when  he  has  one. 

“There’s  another  thing  I  wanted  to 
talk  to  you  about  too,  Harry.  Could  you 
let  me  have  ten  bucks  until  the  end  of 
the  week?  I  haven’t  a  sou.  I  haven’t  been 
getting  the  breaks  lately.  Business  is 
lousy  and  it’s  growing  no  better  fast. 

Thanks  a  lot,  old  man.  I'll  pay  you 
back  Saturday.” 


ALL-STARS 

(by  their  numbers!) 
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4.  J.  F.  Grady,  Jr.  24. 
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7.  F.  M.  Clothier  27. 
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19.  A.  W.  Johnson  39. 

20.  D.  A.  Sparks  40. 
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Third  prize  in  the  UEF  NEWS  Camera 
Contest:  a  Kodaflector,  an  economical 
lighting  unit  for  interior  and  night 
pictures.  A  real  prize! 

THE  amateur  photographer  should 
*  know,  first  of  all,  how  his  camera 
works.  It  is  true  that  you  can  take  pic¬ 
tures  without  knowing  what  happens 
when  you  click  the  shutter,  just  as  you 
can  drive  an  automobile  without  know¬ 
ing  the  mechanics  of  your  car,  but  the 
most  successful  photographers,  like  the 
best  drivers,  know  “what  it’s  all  about.” 

In  construction,  the  camera  is  similar 
to  the  human  eye.  At  the  center  of  the 
eye  is  the  pupil,  the  “lens”  of  the  eye. 
The  amount  of  light  passing  through  the 
pupil  is  controlled  by  the  iris,  which,  on 
a  camera  is  described  as  the  “dia¬ 
phragm”  and  by  the  eyelid,  the  “shut¬ 
ter”  of  the  eye. 

Notice,  if  you  have  not  already  done 
so,  how  the  pupil  of  the  human  eye  in¬ 
creases  in  size  as  light  diminishes  and 
how  it  seems  to  contract  to  pin-head  size 
under  the  glare  of  strong  light. 

In  taking  pictures  it  is  necessary  to 
control  by  hand  what  Nature  controls 


Camera  Contest  Judges 

Below  are  listed  the  men,  who  be¬ 
cause  of  their  interest  in  amateur 
photography,  have  been  asked  to 
serve  as  judges  in  the  UEF  NEWS 
Camera  Contest,  which  closes  Sep¬ 
tember  15: 

George  Bender,  Service  Dept. 

M.  A.  Seely,  Ass’t.  Gen.  Sales  Mgr. 

Fred  D.  Lehn,  Export  Manager. 

Keep  your  eyes  open  and  your 
camera  handy.  Next  month  we  will  an¬ 
nounce  a  special  prize  for  Junior 
UEF-ers— sons  of  members  of  the 
UEF  family. 


automatically.  To  see  anything,  to  trans¬ 
fer  any  image  to  the  retina  of  the  eye, 


How  the  eye  resembles  the  camera. 

Dotted  lines  indicate  shape  of  camera. 

we  must  first  open  the  eyelids.  But  in 
using  a  camera  it  is  first  necessary  to  ad¬ 
just  the  diaphragm  so  that  when  the 
shutter  is  opened  just  the  correct  amount 
of  light  will  pass  through  the  lens  onto 
the  film. 

Bearing  in  mind  the  similarity  of  the 
eye,  you  will  realize  that  when  the  light, 
either  sun  or  artificial,  is  bright,  the  dia¬ 
phragm  opening  must  be  smaller  than 
when  the  light  is  dim  if  the  image  is  to 
be  clear  and  in  focus. 

The  Importance  of  the  Lens 

Just  as  some  people  have  better  eye¬ 
sight  than  others,  so  some  cameras,  hav¬ 
ing  better  lenses,  take  better  pictures. 
The  term  “anastigmat,”  meaning  “with¬ 


out  stigmatism,”  is  used  to  describe  cam¬ 
era  lenses.  Photographically,  anastig¬ 
mat  means  that  the  picture  will  be  micro¬ 
scopically  sharp,  not  only  at  the  central 
part  but  from  edge  to  edge.  The  anastig¬ 
mat  lens  is  “faster”  than  the  ordinary 
lens  because  it  is  larger  and  therefore 
lets  in  more  light. 

Most  box-type  cameras  are  equipped 
with  “single”  lenses  and  are  limited  as 
to  the  amount  of  light  which  can  enter 
through  them.  That  is  why  box  cameras 
do  not  take  good  clear  pictures  on 
cloudy,  dull  days  or  late  in  the  afternoon 
when  there  is  little  sunlight.  For  this 
kind  of  photography,  or  for  indoor  work, 
a  camera  with  an  f.6. 3  lens,  or  faster, 
should  be  used. 

An  f.6. 3  lens  is  about  four  times  as  fast 
as  the  “single”  lens.  An  /.4.5  lens  is 
twice  as  fast  as  an  f.6. 3.  and  an  /. 3.5.  lens 
is  one  and  two-thirds  as  fast  as  an  /.4.5. 

The  fast  lens,  because  it  allows  more 
light  to  enter  than  the  single  lens,  need 
be  left  open  for  a  shorter  length  of  time 
and,  of  course,  the  faster  the  lens  the 
shorter  or  quicker  the  exposure.  From 
this  you  will  realize  why  moving  objects 
in  some  pictures  are  clear  while  in  others 
they  are  blurred. 


Fourth  Prize:  To  the  ten  “next  best” 
will  go  copies  of  this  informative 
book:  “How  to  Make  Good  Pic¬ 
tures”;  a  useful  prize. 


LIGHT  SENSITIVE 
FILM  WHICH 
CAN  BE  LIKENED 
TOTHE  RETINA 
OFTHE  E YE.ONWHICH 
PICTURE  IMAGE 
IS  FORMED 
BYTHE  LENS 
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What  happens,  in  effect,  is  that  with 
a  fast  lens,  the  shutter  is  open  for  so 
short  a  time,  that  the  moving  object  is 
recorded  at  only  one  spot  on  the  film, 
with  the  result  that  the  outlines  of  the 
object  are  sharp  and  clear.  With  a  slow 
lens,  the  shutter  is  open  longer  and  the 
moving  object  records  its  progress  on 
the  film  before  the  shutter  clicks  shut 
and  the  result  is  a  blurred  image. 

Shutter  speeds  vary  with  the  fastness 
of  the  lens.  For  general  use,  even  for 
pictures  of  moderately  fast  moving  ob¬ 
jects,  a  shutter  which  stays  open  for 
1/100-second  will  fill  the  hill.  Cameras 
such  as  the  Graflex,  which  are  used  for 
news-pictures  have  shutter  speeds  up  to 
1/1000-second. 

“Watch  the  Birdie” 

Now.  if  you  have  followed  closely,  you 
are  ready  to  shoot  a  picture.  But  remem¬ 
ber  these  three  things:  first,  he  sure  you 
have  the  object  in  correct  focus;  second, 
set  your  diaphragm  to  the  proper  open¬ 
ing  and,  third,  be  sure  that  the  position 
of  the  subject,  in  relation  to  the  back¬ 
ground,  will  result  in  a  picture  of  pleas¬ 
ing  composition. 

To  get  nearby  objects  (6  to  15  feet 
away)  sharp,  with  a  focusing  camera 
(bellows  type),  pace  off  the  distance, 
knowing  the  length  of  your  stride,  and 
set  the  pointer  at  the  right  mark  on  the 
scale.  Distances  greater  than  25  feet  may 
be  safely  estimated,  but  if  you  are  not  a 
good  guesser  it  would  he  well  to  pace  off 
anything  less. 

For  proper  exposures  it  is  best  to 
refer  to  the  exposure  tables  in  the  man¬ 
ual  provided  with  most  cameras ;  hut  re¬ 
membering  the  likeness  of  the  camera 
to  the  human  eye  you  will  soon  get  the 
knack  of  judging  the  light  and  of  setting 
the  shutter  and  stop  opening  properly. 


Wrong  Right 

With  focusing  cameras  be  sure  to  set 
the  lens  at  the  correct  distance  mark 
to  prevent  a  blurred  picture. 


A  Few  Pointers 

Be  sure  to  hold  the  camera  level.  A 
slight  sidewise  tip  will  distort  the  picture 
and  produce  an  unnatural  effect.  Be  sure 
the  lens  is  clean — as  clean  as  you  keep 
your  eyes  or  your  Eyeglasses.  Don’t  put 
your  finger  over  the  lens  opening.  Cam¬ 
eras  are  not  “X-Ray”  machines.  They 
cannot  see  through  flesh  and  bone. 

Don’t  jiggle  the  camera  when  you 
click  the  picture.  The  lens  is  faster  than 
the  hand  and  the  picture  will  be  blur¬ 
red.  Don’t  forget  to  wind  the  film  to  the 
next  number  after  each  exposure.  Dou¬ 
ble  exposures  are  a  waste  of  money. 

Let  the  background  add  something  to 
the  composition.  There  is  no  beauty  in  a 
telegraph  pole  and  considerably  less  in 
a  garage  door  or  a  board  fence. 


Poor  Good 


Two  pictures,  are  spoiled  when  you 
forget  to  turn  the  film  and  a  double 
exposure  is  made  on  one  section.  (Be¬ 
low).  Poorly  chosen  backgrounds,  es¬ 
pecially  for  informal  portraits,  often 
mar  an  otherwise  good  picture.  How 
much  more  pleasing  is  the  picture  on 
the  right  than  the  one  on  the  left. 

Don’t  stand  too  far  away  when  the 
subject  is  a  human  being.  If  the  subject 
is  a  country  road  with  a  human  being  in 
it  for  atmosphere  the  distance  is  immate¬ 
rial.  But  if  the  person  is  what  you  are 
trying  to  “get,”  reduce  the  background 
to  the  minimum. 

Be  careful,  however,  not  to  stand  too 
close  unless  you  have  a  portrait  attach¬ 
ment.  Otherwise  the  subject’s  face  will 
be  blurred. 


The  camera  doesn’t  have  an  “X-ray” 
eye;  it  cannot  see  through  even  a  tip 
of  the  finger.  The  shadow  in  the  upper 
right  hand  corner  is  the  finger  tip  of 
the  person  who  took  the  picture.  He 
forgot  to  move  it  hack  from  the  shut¬ 
ter  opening.  (Center).  Here  the  image 
is  blurred  because  the  shutter  speed  is 
not  fast  enough  to  “stop”  action  from 
this  broadside  position.  Such  moving 
objects  can  be  caught,  even  with  an 
ordinary  camera,  if  taken  from  an 
angle  and  not  too  close  up  as  shown 
in  the  bottom  illustration. 

Try  to  get  something  other  than 
"posed"  pictures.  This  is  especially  im¬ 
portant  in  obtaining  appealing  little 
studies  of  the  youngsters.  Guard  against 
too  many  “see-the-birdie”  expressions. 
The  most  interesting  pictures  show  no 
evidence  of  having  been  posed.  To  make 
such  snapshots  of  children  you  must 
snap  them  as  they  really  are — natural, 
unaffected,  carefree.  It  is  usually  difficult 
for  children  to  make  believe  with  a  cam¬ 
era  pointed  at  them.  To  prevent  “camera- 
awareness”  interest  them  in  a  favorite 
toy  or  pet  and  then,  at  the  right  moment, 
snap  your  picture. 

You  should,  of  course,  try  to  record  the 
spontaneous  action,  look,  or  gesture.  Pic- 
torially,  such  pictures  have  an  appeal  all 
their  own.  The  important  thing  is  that 
the  picture  should  look  natural  whether 
it  has  been  posed  or  not. 

In  a  future  issue  of  the  NEWS, 

Mr.  Bender  will  discuss  other 
angles  of  this  subject.  Mean¬ 
while  try  your  skill.  Every  prize 
in  this  contest  is  worth  owning. 

Editor. 


Jby-  'S&tfiqsL  (BsjndsJt . 
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ScriMmcmbhip: 


SuMmAA  j &L  (pAOpHAWfL? 


WE  have  all  met  the  salesman  who 
prefers  to  call  himself  a  “represen¬ 
tative”  or  “associate”  of  This-or-That 
Company.  If  such  a  man  is  perfectly  hon¬ 
est,  he  will  frankly  admit  that  somehow 
or  other  “salesman”  has  a  ring  of  crass 
business  materialism  about  it,  whereas 
“representative”  or  “associate”  sounds 
more  professional.  Undoubtedly,  this 
not  uncommon  “thought-reaction”  would 
present  an  interesting  problem  to  the 
psychologist. 

Why,  unconsciously,  do  many  of  us 
place  the  professions  on  a  pedestal  high 
above  ordinary  business  activity?  To 
find  even  a  partial  answer,  it  is  necessary 
to  go  back  a  long  way  in  history. 

It  is  at  least  interesting  to  note  that  the 
ancient  Persians  considered  business  a 
school  of  lies.  The  great  Aristotle 
deemed  synonymous  the  words  “sales¬ 
man”  and  “falsifier.”  The  statement 


Cicero  believed  that  merchants,  like 
fishermen,  were  liars. 


that  a  merchant  could  not  succeed  with¬ 
out  lying  has  been  attributed  to  Cicero. 
Possibly,  in  the  light  of  our  present-day 
experiences,  the  most  unkind  expression 
has  been  charged  to  Saint  Chrysostum, 
one  of  the  early  Church  Fathers,  who, 
it  has  been  reported,  claimed  that  it  was 
scarcely  possible  for  a  man  to  be  a  sales¬ 
man  and  a  Christian  at  the  same  time. 
Even  much  later,  in  the  days  of  the  im¬ 
mortal  Dickens,  the  motto  of  his  charac¬ 
ter  Pancks — “Take  all  you  can  get,  and 
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by  Fred  D.  Lehn, 
Export  Manager 

keep  back  all  you  can’t  be  forced  to  give 
up” — is  hardly  more  complimentary  to 
business.  Such  are  some  of  the  concep¬ 
tions  that  have  come  down  to  us  through 
the  years. 

Conversely,  over  two  thousand  years 
ago,  the  father  of  medicine  bequeathed 
to  the  medical  fraternity  the  Hippocratic 
Oath — “With  purity  and  holiness  will  I 
pass  my  life  and  practise  my  art.”  Hip¬ 
pocrates  consecrated  himself  to  unselfish 
service  and  his  example  established  the 
profession  of  medicine  in  the  high  estate 
it  has  held  throughout  long  centuries. 
John  Marshall  and  Daniel  Webster,  to 
mention  only  two  of  our  own  great  jur¬ 
ists,  helped  to  endow  and  dignify  the  le¬ 
gal  profession  v  ith  wisdom,  ethically 
applied.  Theology,  likewise,  has  given 
us  many  heroic  martyrs  like  Martin  Lu¬ 
ther  and  John  Calvin,  who  shaped  the 
thoughts  and  activities  of  future  genera¬ 
tions.  Service  has  always  been  the  ulti¬ 
mate  goal  of  engineering  endeavor.  The 
builder  of  the  Holland  Tunnel  sacrificed 
his  life  on  the  altar  of  his  achievement, 
oroving  that  the  flame  of  courage  can 
burn  as  brightly  in  the  breast  of  a  man 
who  pores  over  prosaic  blue-prints  as  in 
the  heart  of  a  hero  in  battle.  Canals, 
bridges,  roads — in  fact  all  of  the  great 
present-day  monuments  of  engineering 
skill,  have  been  dedicated  to  service. 
Truly,  the  professions  have  justified 
their  exalted  caste. 


College  professors  are  digging  into 
problems  of  salesmanship. 


Happily,  the  present  century  has  wit¬ 
nessed  the  assumption  by  business  of 
many  of  the  prerogatives  previously  re¬ 
served  to  the  professions.  Universities, 
recognizing  the  need  for  training  which 
would  adequately  meet  the  complex 
problems  presented  by  modern  business 
have  organized  Schools  of  Commerce, 
Accounts  and  Finance.  Even  post-gradu¬ 
ate  courses  in  Business  Administration 
are  available  today.  Business  has  become 
learned  and  has  thrown  off  its  cloak  of 
shrewdness  and  sharp  practice.  And 
with  learning,  has  come  ethical  under¬ 
standing  on  a  par  with  that  of  the  proud 
professions. 

The  salesman  today  who  treats  his 
calling  as  a  profession,  learns  all  he  can 
about  his  product  and  its  application, 
and  renders  honest  service  to  his  com¬ 
pany,  his  customers,  and  his  prospects. 


For  those  who  have  made  a  profession 
of  their  business  calling. 


Such  a  man  makes  no  apology  for  being 
known  as  a  salesman.  He  believes  in 
himself,  in  his  company,  and  in  the  offi¬ 
cials  who  shape  its  policies — a  trinity 
of  faiths  that  insures  the  only  kind  of 
success  that  is  worth  while  —  success 
bound  up  with  satisfaction  in  a  job  well 
done — the  kind  of  success  any  of  us  can 
win  irrespective  of  our  responsibilities. 

Salesmanship,  beyond  any  doubt,  calls 
forth  every  God-given  virtue  known  to 
man — patience,  courage,  confidence,  de¬ 
termination,  perseverance;  all  are  de¬ 
manded  of  the  truly  successful  salesman. 

During  the  last  week  of  June,  we  are 
to  pay  homage  at  the  sales  camp  of  our 
domestic  organization  to  those  All-Star 
salesmen  who  have  made  a  profession  of 
their  business  calling.  May  their  ranks 
be  progressively  added  to  during  1935 
and  in  all  the  years  to  come! 
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Queen  Victoria  Street  on  May  6 


Through  the  window-pane  at  “120”. 


“Ctbu  JJwjuAcmddu  Qhs&L.  ” 


London 

Excitement  ran  high  on  Queen  Vic¬ 
toria  Street  on  May  6.  Indeed,  excite¬ 
ment  ran  high  on  every  street  through¬ 
out  the  United  Kingdom,  in  every  coun¬ 
try  where  Britain’s  flag  flies  in  the  breeze. 

On  May  6,  Their  Majesties  the  King 
and  Queen  celebrated  their  twenty-fifth 
anniversary  as  Sovereigns  and  attended 
a  Special  Service  at  St.  Paul’s  Cathedral. 
Literally  millions  of  people  lined  the 
route  of  the  going  and  return  journey, 
and  every  inch  of  window  space  was 
filled  with  specially  constructed  viewing 
stands,  for  which  anything  from  two  gui¬ 
neas  to  as  high  as  forty  guineas  per  seat 
was  paid.  (At  the  time  of  writing  a  gui¬ 
nea  is  equivalent  to  $5.16) . 

Much  to  the  envy  of  other  manufac¬ 
turers,  the  return  route  of  the  journey 
from  St.  Paul’s  to  Buckingham  Palace, 
led  past  120  Queen  Victoria  Street  where 
our  London  office  is  located. 

About  200  members  of  the  London 
UEF  organization  enjoyed  the  enviable 
privilege  of  watching  the  procession 
from  the  interior  of  the  office.  At  the  ex¬ 
treme  left  in  the  UEF  group  shown  above 
is  the  80  year  “young”  mother  of  T. 
C.  Brandram,  one  of  the  star  accounting 
machine  salesmen  of  the  London  office. 
This  lovely  lady  enjoyed  the  event  more, 
possibly,  than  any  other  spectator  from 
“120”  because  she  was  present  at  the 
Diamond  Jubilee  of  Queen  Victoria  in 
1897,  the  Coronation  and  Funeral  of 
King  Edward  VII  and  the  Coronation  of 
King  George  V.  She  expressed  the  hope 
that  she  would  see  the  Golden  Jubilee  of 
King  George  and  Queen  Mary. 

Strangely  enough,  May  6  was  prob¬ 
ably  the  most  glorious,  sunshiny,  warm 

JUNE 


day  that  London  has  experienced  in 
many  a  year.  It  seemed  that  even  the 
Heavens  were  doing  their  part  to  cele¬ 
brate  this  glorious  event. 

• 

Just  prior  to  the  Silver  Jubilee  Cele¬ 
bration  Day,  we  received  this  letter: 
“Dear  Sirs: 

So  content  am  I  that  this  new  Under¬ 
wood  Special  is  all  that  I  hoped  and  be¬ 
lieved  it  to  be  that  I  am  not  awaiting 
the  end  of  the  period  we  stipulated  be¬ 
fore  writing  to  you  about  it. 

It  is  difficult  for  me  to  say  that  the 
new  keyboard  and  improved  touch  are 
what  all  typewriting  experts  have  been 
wanting,  but  I  can  say  that,  after  two 
weeks’  work  with  this  machine,  I  do 
not  want  to  use  any  other  models  of 
your  own  or  any  other  manufacture. 


Maxwell  Crooks,  typing  authority  and 
writer  of  the  above  letter. 


I  should  imagine  that  the  speed  cham¬ 
pions  will  be  able  to  testify  far  better 
than  I  can  that  the  machine  has  great 
possibilities.  As  for  the  ordinary  of¬ 
fice  worker,  my  opinion  is  that  the  im¬ 
provements  should  be  described  as  a 
real  “labor-saving”  development  in  type¬ 
writer  manufacture.  And  that  is  the 
all-important  thing  for  the  average  busy 
typist. 

Yours  faithfully, 

(signed)  Maxwell  Crooks.” 

This  letter  is  important  because  it  was 
written  by  the  President  of  the  Typists’ 
Section  —  Incorporated  Phonographic 
Society  who  is  the  author  of  many  text 
books  on  typing,  one  of  which  is  used 
in  the  Underwood  Schools  of  Commerce. 

Southampton 

Recently  the  Southampton  office 
moved  to  new  and  enlarged  quarters  at 
Prospect  Place,  Above  Bar. 

In  transmitting  this  information,  I 
hasten  to  advise  that  “Above  Bar” 
doesn’t  mean  what  you  might  infer.  The 
City  of  Southampton  is  divided  into  the 
old  and  new  town  by  a  very  historical 
gate  called  the  “Bar  Gate,”  which  stands 
right  in  the  centre  of  the  main  street  of 
the  town.  Our  old  premises  were  below 
“Bar  Gate,”  in  the  old  part  of  the  town, 
while  our  new  premises  are  “Above  Bar” 
as  it  is  called  locally. 

At  the  time  of  the  move  an  advertise¬ 
ment  was  inserted  in  the  local  newspa¬ 
pers  emphasizing  our  new  address  and 
two  activities  which  are  quite  important 
to  us — different  from  anything  carried 
on  in  the  States —  namely,  Copying  and 
Duplicating  work,  which  is  done  at  all 
our  branches,  and  the  Underwood 
Schools  of  Commerce,  which  are  oper¬ 
ated  at  fifteen  branches. 

— Associate  Editor  Trefzger 

PAGE  7 


the  shores  of  far  Long  Island 
By  the  shining  Big-Sea  Water, 

By  the  shining  Big-Sea  Water 
That  is  called  Atlantic  Ocean, 

Stood  the  Sachem,  Big  Chief  Eylar, 

Stood  the  Wright-man  his  assistant. 

"We  must  call  the  tribe  together," 

Spoke  the  Big  Chief,  Emmess  Eylar. 

"  'Tis  the  order  of  the  Big  Boss 
Of  the  Big  Boss,  P.  D.  Wagoner, 

That  we  call  the  tribe  together. 

From  the  north  and  from  the  southland, 
From  the  east  coast  to  the  west  coast 
To  that  ocean  called  Pacific, 

We  must  call  the  tribe  together. 

When  the  June  moon  has  arisen, 

'Risen  high  in  yonder  heaven, 

We  must  start  our  heap  big  pow-wow. 

"We  must  summon  all  the  warriors, 

Strong  and  husky  All-Star  warriors, 

Braves,  who  with  their  bows  and  arrows 
Slay  the  mighty  quotasorus 

Call  them  in,  Chief  Wright,  but  harken, 
All  their  squaws  stay  home  in  tepee." 


From  the  north  and  from  the  southland, 
From  the  east  coast  to  the  west  coast 
To  that  ocean  called  Pacific; 

From  the  plains  and  from  the  mountains 
Came  the  strong  and  husky  All-Stars, 
Braves  who  slew  the  quotasorus. 


From  that  city  by  the  river, 

By  the  river  called  Potomac, 

Came  a  tribe  of  seven  warriors 
Warriors  who  had  broken  quotas. 

Landrus,  Francis,  Grady,  Diedrich, 

Helwig,  Mott  and  one  called  Longstreet 
Were  the  names  of  these  brave  Indians. 
Senators  they  left  behind  them 
When  they  came  to  Montauk  Manor; 
Left  their  squaws  and  their  papooses 
(Or  should  they  be  called  papoopii?) 

Any  way,  they  came  to  Montauk. 

From  the  city  by  the  Hudson, 

That  is  called  Manhattan  Island, 

Came  the  New  York  Braves,  so  hearty, 

(For  there  were  no  Braves  in  Boston). 

From  Manhattan  came  Laf-fer-ty, 

Came  Cor-on-way,  Phillips,  Horwitz, 

And  they  brought  one  Johnson  with  them 
(Thinking  one  would  be  a  plenty.) 

Came  they  all  to  Montauk  Manor, 

On  the  shores  of  far  Long  Island 
By  the  shining  Big-Sea  Water 
By  Long  Island  Sound  so  peaceful. 

From  the  wilds  of  Pennsylvania, 

By  Big  River  Susquehanna, 

From  a  "burg"  now  known  as  Harris, 

Came  the  All-Star  Brave  named  Clothier. 
From  the  automobile  city, 

Detroit  of  the  million  flivvers, 

Came  the  Seasoned  Warrior,  Modrack, 
Bringing  with  him  Young  Brave  Turner. 
From  the  smoky  city,  Pittsburgh, 


Came  Berg,  Hollohan,  Ham-il-ton, 

Three  brave  red-men,  still  quite  sooty 
Came  to  Montauk  for  the  bathing. 

'Cross  the  lofty,  high  Sierras, 

From  the  distant  town,  Seattle, 

Came  the  All-Stars  Franks  and  Merrill 
For  to  take  the  east  boys  over. 

In  a  card  game  they  call  poker. 

Then  from  Min-ne-ap-olis,  Minn. 

Came  Labatt,  the  Lonely  Warrior, 

Only  quotasorus  killer 
In  that  Minnesota  city. 

Came  alone  from  Sacramento, 

From  the  shores  of  far  Pacific 
Big  Brave  Eckstrom,  mighty  hunter. 

From  the  deep  south,  from  New  Orleans, 
Came  two  warriors  bold  and  wary, 

Bahan  brave  and  mighty  Reuning 
Came  and  left  poor  Huey  bawling, 

Left  him  bawling,  bragging,  braying, 
Never  even  said,  "So  long,  Long." 

'Mid  the  clatter  of  machine  guns, 

In  Chicago,  windy  city, 

Youngren  left  for  Montauk  pow-wow, 
Left  Chicago,  with  young  Heberg 
And  brought  with  him  New  Star  Burton 
To  the  fishing  banks  of  Montauk. 

Next,  from  sleepy  Alabama 
Birmingham  his  native  tepee, 

Atkerson,  the  wide  awake  one, 

Came  to  play  a  game  of  baseball 
And  to  sit  at  the  long  table. 

With  him,  from  the  land  of  'gators, 
Mighty  Sparks  from  Jackson-ville  came, 
Came  to  tell  the  boys  a  few  things 
New  to  them  about  the  southland. 

Then  from  Butte  came  Warrior  Coleman 
And  Brave  Tinker  from  Columbus, 

From  Columbus  in  Ohio. 

From  fair  In-di-an-a-polis 
In  the  State  of  Indiana, 


Came  McCracken,  All-Star  hunter. 

While  from  Texas,  from  El  Paso, 

Dishart  came  to  do  some  golfing, 

And  to  swim  in  the  Atlantic. 

Then  two  sons  of  California, 

Bryant  bold  from  Los  An-gel-es 
Came  with  Gaw  from  San  Francisco 
Golden  Gate  of  the  Pacific; 

From  Pacific  to  Atlantic 
Fearless  sons  of  U.E.F.  came. 

From  the  State  of  Colorado, 

Liebes  came,  from  far-off  Denver; 

While  from  Spokane,  Keil  came  boasting 
Boasting  of  the  Inland  Empire. 

Then,  all  tired,  worn  and  dusty, 

Came  from  dusty  Kansas  City 
(Which,  when  clean,  is  very  pretty) 

All-Star  warrior  bold,  Tennyson, 

Great  grand  son  of  heap-swell  poet 
Who  would  call  these  verses  lousy, 

Nor  would  he  afar  from  right  be, 

Even  though  his  name  were  Trotsky. 

Last,  but  not  least,  from  Al-ba-ny 
From  that  city  on  the  Hudson, 

City  north  by  east  from  West  Point, 

Came  Brave  Paltz  and  with  him  Larson; 

To  the  shores  of  far  Long  Island 
By  the  shining  Big-Sea  Water. 

Then  with  all  the  Braves  assembled 
Came  the  rest  to  do  them  homage; 
Every  corner  of  the  country 
Sent  its  ministers  of  good-will, 

Men  from  Canada  and  Europe 
Came  to  pay  the  All-Stars  homage. 

Thus  it  was  that  Big  Chief  Eylar, 

And  his  Wright-man  and  his  Seely, 

Obeyed  the  wishes  of  the  Big  Boss, 

Of  the  Big  Boss  known  as  P.D., 

U.E.F.  tribe  brought  to  Montauk 
Thus  it  was  the  Sales  Camp  started. 


Cfri&jUwdL 

(DoinqA. 

Washington  branch  manager,  (AA)  J.  Y.  Brownell,  mem¬ 
ber  and  former  captain  at  the  Maryland  State  Champion¬ 
ship  Team,  and  his  sixteen-year  old  son,  Bobby,  District 
Junior  Champion,  receive  congratulations  and  a  dozen  au¬ 
tographed  golf  halls  from  Gene  Sarazen  in  honor  of  their 
recent  victory  in  the  Annual  Father-and-Son  Tournament. 


Philadelphia 

A  fighting  Scot  is  a  dangerous  man. 
Bids  were  opened 
recently  on  a  pro¬ 
posal  of  a  promi¬ 
nent  Board  of  Edu¬ 
cation  in  this  ter¬ 
ritory,  for  a  ma¬ 
chine,  the  general 
characteristics  of 
which  were  an  Un¬ 
derwood  Sund- 
strand  8142-P-13. 

When  it  was  found 
that  a  competitor 
was  awarded  the 
business  on  a  lower  price,  Scotsman 
Tweed’s  blood  began  to  boil  and  he 
started  to  fight  for  the  seemingly  lost 
business.  He  demonstrated  the  advan¬ 
tages  of  the  Sundstrand  for  teaching  pur¬ 
poses  so  convincingly  that  the  award  to 
the  competitor  was  withdrawn  and  the 
order  placed  with  Salesman  Tweed. 

• 

Eastern  Commercial  Teachers,  2400 
strong,  held  their  annual  convention 
here  in  April.  All  UEF  products  were 
attractively  exhibited  under  the  direction 
of  George  Hossfield,  ably  assisted  by 
Miss  Remo  Poulsen,  Miss  Sally  Johnson, 
John  Wehrley  and  Bill  Clark.  Sales 
Managers  Jensen  and  Arnold  attended 
several  group  meetings. 

Through  the  medium  of  speed  demon¬ 
strations  by  Mr.  Hossfield  and  Miss  Poul- 


A.  C.  Tweed 


sen;  accounting  machine  demonstrations 
by  Miss  Johnson;  and  adding  machine 
demonstrations  by  Mr.  Clark;  the  use 
of  UEF  products  for  school  instruction 
purposes  was  forcefully  presented  to  the 
hundreds  of  school  superintendents, 
principals  and  teachers  in  attendance. 

• 

Charlotte 

Cold  canvassing  on  a  hot  day  brought 
business  to  J.  D.  Harrison,  Wilmington, 
N.  C.  One  day  he  walked  into  a  new 
auto  supply  store  and  told  the  manager 
he  would  need  an  adding  machine  in  his 
new  business.  Even  though  the  manager 
insisted  that  Harrison  was  wasting  his 
time,  he  made  a  demonstration  and  left 
the  machine  on  trial  on  the  condition  that 
when  he  came  back  to  pick  it  up  he  would 
not  try  to  make  a  sale. 


But  Harrison  knew  what  the  manager 
did  not  know — that  the  machine  would 
sell  itself.  Consequently,  when  he  went 
back  a  few  days  later  the  store  manager 
greeted  him  with,  “You  win,  make  out  a 
sales  order.” 

Did  someone  say  that  cold-canvassing 
is  a  waste  of  time? 

- — Associate  Editor  McDowell 

Scranton 

Branch  Manager  Bradley,  “Bill”  to 
you,  is  getting  in  shape  to  take  the  boys 
over  at  golf  out  at  Montauk.  He  is  mak¬ 
ing  birdies  and  eagles  these  days  and 
should  be  in  fine  fettle  by  the  time  you 
read  this. 

Walter  E.  Torfs,  local  associate  editor 
of  the  NEWS,  has  this  to  say  about  one 
of  his  recent  sales: 


Harry  Helwig,  as¬ 
sistant  branch  man¬ 
ager,  Washington, 
D.  C.,  is  honored  by 
the  business  men  of 
the  Nation’s  Capi¬ 
tal.  Serving  as 
Chairman  of  the 
Membership  Com¬ 
mittee  of  the  Wash¬ 
ington  Board  of 
Trade,  Harry 
brought  in  900  new 
members  and  at  the 
recent  annual  meet¬ 
ing,  he  was  present¬ 
ed  with  a  beautiful 
gold  watch,  a  silver 
cigarette  case  and, 
last  hut  not  least, 
one  of  the  oldest 
models  of  an  Un¬ 
derwood  typewriter 
in  captivity. 
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“After  calling  on  Samter  Bros.  Co.,  of 
this  city,  for  a  year,  I  finally  broke  down 
competition  and  secured  an  order  for 
one  CAX13AE7D  Elliott  Fisher,  trading 
out  a  competitive  machine.  Speed,  visibil¬ 
ity,  and  the  automatic  features  of  the  E-F 
machine  won  the  day.” 

Persistence  pays,  too,  it  seems. 

• 

The  sympathy  of  his  many  friends  and 
business  associates  is  extended  to  Fred¬ 
erick  A.  Tompkins,  salesman,  typewriter 
division,  whose  wife  died  suddenly  of 
pneumonia  on  April  21. 

— Associate  Editor  Clark 
• 

Allentown  Brevities 

George  F.  Berkemeyer,  who  stands  six 
feet  one  and  tips  the  beam  at  thirteen 
stone,  three,  (If  you  read  P.  G.  Wode- 
house,  you  know  this  means  185  lbs.) 
is  the  latest  addition  to  the  adding  ma¬ 
chine  sales  staff.  A  graduate  of  Penn 
State  ’29,  Mr.  Berkemeyer  is  applying 
himself  to  a  study  of  the  intricacies  of 
the  Sundstrand  but  has  already  found 
time  to  place  a  number  of  trials. 

• 

Miss  Remo  Poulsen  “Easter-weeked” 
in  Allentown  and  Reading.  Her  whirl¬ 
wind  tour  of  the  numerous  schools  in 
this  territory  was  received  with  enthusi¬ 
astic  response  by  teachers  and  students 
and  was  pronounced  a  complete  success. 
• 

Johnny  Glasgow,  new  Portable  field 
representative,  had  his  first  glimpse  of 
Lehigh  Valley  during  the  week  of  May 
6.  Johnny  possesses  as  much  personality 
as  he  does  good  looks  and  does  a  good 
job  of  cementing  our  portable  dealer  re¬ 
lations.  On  his  second  day  he  was  joined 
by  Clyde  Jungbluth  who  presided  at  an 
informal  meeting  of  Allentown,  Reading 
and  Easton  salesmen. 


Peoria 

At  the  height  of  the  Chain  Letter  craze 
(we  know  a  man  who  knows  a  man  who’s 
brother  has  a  friend  who  told  him  about 
a  man  who  got  back  $900)  ;  we  received 
the  following  letter  from  C.  W.  Chader 
in  charge  of  the  Decatur  desk-space: 

“This  letter  was  started  in  the  hope  that 
you  have  one  or  two  Sundstrand  Type-bar 
Tail  Pins  in  stock.  I  have  a  machine  that 
will  have  to  have  a  pin  replaced. 

Important  instructions:  Within  three  days 
write  five  copies  of  letter,  throw  the  copies 
away  and  send  me  the  original,  stating 
whether  or  not  you  can  furnish  this  part. 
Leave  off  the  top  name  and  add  yours  to  the 
bottom  of  the  letter.  DO  NOT  DELAY! 


Is  this  worth  the  effort?  Have  the  faith 
your  friend  has  so  I  can  get  this  customer’s 
machine  repaired  and  back  to  him.” 

• 

We  welcome  into  the  UEF  family 
Betty  Stephenson,  clerk  and  P.  H.  Rog¬ 
ers,  adding  machine  salesman. 

• 

Carl  Chader,  as  indicated  in  the  fore¬ 
going  letter,  has  been  promoted  to  the 
sales  department  with  Desk  Space  in  De¬ 
catur.  He  was  formerly  in  the  Peoria 
service  department. 

— Associate  Editor  Lortgenecker 
Green  Bay 

To  P.  D.  Snow,  goes  this  branch’s 
medal  with  palms,  for  his  sale  of  two 
10240SE-13"1SPX  Underwood  Sund¬ 
strand  adding  machines  to  the  Employ¬ 
ers  Mutual  Insurance  Co.,  of  Wausau. 

The  application  was  for  writing  insur¬ 
ance  policy  numbers  and  amounts.  Full 
keyboard  competition  stubbornly  in¬ 
sisted  on  the  advantages  of  that  set-up 
as  opposed  to  the  10-key  machine  but 
Snow’s  resourcefulness  and  superior 
ability  won  him  the  order. 

• 

It’s  a  girl  at  the  G.  R.  Vanderperren’s. 
He  is  the  Green  Bay  service  foreman. 

• 

New  countenances  here  are  those  of 
Philip  Toneys,  typewriter  division,  ser¬ 
vice  and  William  Wilson,  junior  sales¬ 
man  in  the  typewriter  division. 

— Associate  Editor  Bretzke 

St.  Louis 

A  recent  edition  of  the  St.  Louis  Star- 
Times  shows  lovely  Marge  Lydon  selling 
a  posie  to  John  F.  Burke,  Jr.,  Legion¬ 
naire-Underwood  typewriter  salesman  at 
the  “Streets  of  Paris”  carnival. 

If  Burke  can  smile  at  prospects  the 
way  he  smiles  at  beautiful  girls  he’ll 
soon  be  in  the  All-Star  class. 

• 

Our  newly-decorated  office  is  still  the 
subject  of  congratulatory  remarks  by 
visitors  and  customers.  Come  and  see  us 
sometime. 


Recent  sales  of  3-point  control  adding 
machines  to  three  important  national 
concerns  indicate  the  popularity  of  this 
equipment  in  the  St.  Louis  territory. 

• — Associate  Editor  Schmerge. 


Atlanta 

The  big  news  from  this  part  of  Geor¬ 
gia  concerns  the  Atlanta  Branch  Picnic 
and  Barbecue,  held  on  May  18. 

The  Atlanta  branch  organization  and 
many  dealers  in  the  Atlanta  territory 
were  guests  of  Branch  Manager  Vance. 
Barbecue  and  Brunswick  stew  were  pre¬ 
pared  by  that  chef  extraordinaire,  W.  E. 
“Pop”  Johnson  assisted  by  many  junior 
experts,  including  none  other  than  D. 
K.  Estep,  who,  with  Mr.  Johnson,  spent 
most  of  Friday  night  in  the  barbecue  pit. 
Sports  and  swimming  were  enjoyed  by 
all  and,  just  to  make  a  week-end  of  it, 
most  of  the  picnickers  turned  up  Sunday 
afternoon  to  see  a  ball  game  between  the 
Crackers  and  the  Pelicans. 

Nashville 

Anent  the  40th  Anniversary  Issue  of 
the  UEF  NEWS  (a  few  copies  of  which 
are  still  available)  the  Nashville  office 
would  have  you  know  that  it  has  seven 
men  in  the  service  department  represent¬ 
ing  105  years  of  service  and  three  men 
in  the  sales  department  with  26  years 
of  service  toting  a  tool  kit. 

In  Paducah  there  are  two  men  with  a 
total  of  six  and  a  half  years.  In  Knox¬ 
ville,  four  men  account  for  24  years  and 
Mr.  Ferguson,  recently  promoted  from 
service  to  sales  work,  has  a  service  rec¬ 
ord  of  15  years. 

In  Chattanooga  there  are  three  service 
men  with  27  years  and  Mr.  Dooley,  man- 


Branch  Manager  and  Mrs.  Vance  surrounded  by  the  happy  Atlanta  picnickers. 
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ager,  claims  13  years  as  a  repair  man. 

Is  there  any  other  branch  with  an 
equal  number  of  men  that  can  match 
this  total  of  216  years  experience  with 
our  products? 

— Associate  Editor  Pittman. 

Tulsa 

From  THE  RAMBLER,  a  column  in 
the  Tulsa  Tribune,  we  reprint: 

“It  just  goes  to  show  that  no  matter  what 
you  do  there’s  always  some  guy  who  knows 
more  about  it  than  you  do.  The  other  day  we 
asserted  that  the  shortest  sentence  ever  in¬ 
vented  which  contained  all  the  letters  of  the 
alphabet  was,  “The  quick,  brown  foxes 
jumped  over  the  lazy  dog.” 

Now  comes  Lester  J.  Ferguson,  Hotel 
Tulsa,  with  “Pack  my  box  with  five  dozen 
liquor  jugs.”  It  does  the  same  trick  and  has 
only  32  letters  as  against  38  in  the  “quick 
brown  foxes”  line. 

Pretty  neat,  eh?  Has  anyone  else  got  any 
ideas? 

Also,  William  Norman,  Claremore,  places 
the  famous  typists’  practice  sentence,  “Now 
is  the  time  for  all  good  men  to  come  to  the 
aid  of  the  party,”  in  the  mouth  of  Abraham 
Lincoln.  Norman  is  not  sure,  but  he  believes 
it  was  one  of  Lincoln’s  campaign  slogans.” 

Newark 

After  a  period  of  quiescence,  Newark 
returns  to  the  columns  of  the  NEWS 
with  the  announcement  that  it  has  moved 
to  900  Broad  Street,  opposite  City  Hall 
and  within  a  block  of  the  new  Post  Of¬ 
fice.  Because  the  City  Hall  is  set  hack 
from  the  regular  building  line,  our 
thirty-foot  Neon  sign  on  the  south  side 
of  the  building  can  be  read  from  many 
blocks  distant  by  traffic  traveling  north. 

The  office  and  service  departments  are 
located  on  the  second  floor  of  the  build¬ 
ing  facing  Broad  and  Green  Streets,  per¬ 
mitting  unobstructed  light  and  air. 

The  display  floor  is  a  separate  room 
set  aside  from  the  rest  of  the  office  where 
salesmen  may  demonstrate  equipment  to 
their  customers  without  distraction.  This 
room  is  tastefully  decorated  and  fur¬ 
nished. 

As  one  enters  the  sales  department 
from  the  main  hall  of  the  building,  the 
display  floor  can  be  seen  through  a  clear 
glass  partition  which  forms  the  lobby. 
The  employment  and  service  depart¬ 
ments  have  a  separate  entrance  yet  there 
is  easy  access  from  one  department  to, 
another  and  behind  the  efficient  layout 
one  can  detect  the  handiwork  of  the  old 
maestro,  J.  G.  Fell,  branch  manager. 
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PROMOTED:  Up  the  ladder  steps 
Frank  L.  Lloyd,  well-known  member 
of  the  UEF  family  since  1917.  For 
many  years  Mr.  Lloyd  has  been  identi¬ 
fied  with  the  supply  division  of  which 
he  now  becomes  Sales  Manager,  suc¬ 
ceeding  E.  W.  Curtis,  Jr. (see  page  15). 

Buying  a  Monument 

Salesman  Scholtz,  adding  machine 
division,  talked  monuments  while  selling 
adding  machines  last  week.  His  prospect 
had  a  new  model  Sundstrand  on  trial 
when  a  competitor  brought  in  a  discon¬ 
tinued  model  second-hand  Sundstrand 
which  Mr.  Prospect  was  inclined  to  favor 
on  a  price  basis. 

Mr.  Scholtz  startled  the  prospect  into 
thinking  by  asking  him  if  he  had  ever 
bought  a  monument.  When  the  prospect 
answered,  “No,”  Scholtz  assured  him 
that  if  he  bought  the  discontinued  model 
Sundstrand  he  would  be  buying  a  monu¬ 
ment  to  the  past,  which  like  most  monu¬ 
ments,  would  be  useful  only  as  a  re¬ 
minder. 

Mr.  Prospect  saw  the  point  and  now 
Scholtz  has  added  another  company  to 
his  list  of  satisfied  users. 


A  new  member  of  the  UEF  family  in 
Newark  is  a  new  accounting  machine 
demonstrator  in  the  person  of  Deborah 
Emilie,  born  to  Accounting  Machine 
Salesman  and  Mrs.  Young  on  April  19, 
1935.  Baby  Deborah  and  Mrs.  Young 
are  well  and  happy.  “Pop”  seems  to  be 
doing  nicely,  too. 

• 

Branch  Manager  Fell  is  displaying  a 
neat  little  trophy,  presented  to  him  by 
the  Newark  Chapter  of  the  National 
Association  of  Cost  Accountants,  for  the 
best  attendance  at  their  meetings  of  the 
group  under  his  charge  as  Associate  Di¬ 
rector.  As  a  further  “trophy,”  Mr.  Fell 
was  elected  Director  of  this  Association. 
• 

The  sympathy  of  the  Newark  branch 
goes  out  to  Mr.  and  Mrs.  Peter  Streck- 
fuss  on  the  loss  of  their  newly-born  son. 

—Associate  Editor  Young. 

Service  Suggestions 

When  the  wooden  shelves  on  Sund¬ 
strand  adding  and  accounting  machines 
stands  become  marred  and  scratched, 
we  eradicate  the  scratches  with  Crude 
Oil,  which  not  only  removes  the  scratches 
but  also  restores  the  finish. 

Directions:  Apply  a  small  amount  of 
Crude  Oil  to  a  clean  cloth  and  rub  the 
surface  to  be  finished  thoroughly.  Re¬ 
move  surplus  oil  with  a  clean,  dry  cloth. 

- — Branch  Manager  Fell. 

342  Madison 

With  deep  regret  we  announce  the 
passing  of  Mrs.  Warren,  wife  of  “C.  J.,” 
popular  member  of  the  Export  depart¬ 
ment,  to  whom  the  heartfelt  sympathy  of 
the  entire  UEF  family  is  extended. 

• 

Denton  McKane  beat  the  gun  (and 
not,  we  hasten  to  add,  the  shotgun)  on 
the  annual  list  of  June  weddings,  by  go¬ 
ing  to  the  altar  with  Miss  Edith  L.  Uhlig 
on  April  28.  Mr.  and  Mrs.  McKane  en¬ 
joyed  an  extended  honeymoon  to  Pan¬ 
ama,  Cristobal  and  Havana  and  are  now 
making  their  home  in  Brooklyn. 


Thousands  of  motorists  and  pedestrians  in  Newark  become  Underwood  Elliott  Fisher 
conscious  every  day  as  they  pass  the  new  branch  quarters  at  900  Broad  Street. 

UEF  NEWS 


Columbus 

Salesman  Burchfield  applied  the 
thought  so  frequently  expressed  in  these 
pages:  that  when  all  else  fails  our  prod¬ 
ucts,  when  given  the  opportunity,  sell 
themselves.  This  was  his  experience  with 
the  FERA  to  whom  he  had  tried  to  sell 
typewriter  ribbons  but  failed  because  of 
price  competition. 

Finally  he  persuaded  the  customer  to 
try  our  ribbons  with  the  result  that  he 
secured  an  order  for  three  gross  of  Der- 
wood  ribbons  and  the  assurance  that  he 
would  get  all  the  FERA’s  business  in  the 
future. 

• 

Spring  cleaning  in  Columbus  was  car¬ 
ried  on  in  a  very  thorough  manner.  A 
new  Tiletex  floor  was  laid,  the  interior 
completely  repainted,  the  lighting  im¬ 
proved  and  the  space  rearranged  to  pro¬ 
vide  more  room  for  the  service  depart¬ 
ment. 

Yes,  indeed,  we  are  all  dressed  up 
and  we  have  places  to  go! 

— Associate  Editor  Chrisman 


Grand  Rapids 

H.  L.  Huber,  accounting  machine 
salesman  at  Kalamazoo  recently  sold 
four  Underwood  Standard  accounting 
machines  to  Gilmore  Bros.  Department 
Store,  because  he  had  a  superior  product 
to  sell  and  because  of  his  knowledge  of 
the  Michigan  Retail  Sales  Tax  account¬ 
ing  procedure. 

Before  purchasing  this  equipment  the 
customer  insisted  on  trying  out  two  com¬ 
petitive  machines  even  though  they  have 
used  Underwood  equipment  for  eight 
years.  But  the  Automatic  Date  and 
Skip  Column  features  offset  automatic 
features  on  competitive  machines  and 
Huber  won  out. 

• 

Wes  Blasen  of  the  service  department 
has  been  walking  on  air  ever  since  April 
20th  when  he  said  “I  do”  to  the  preacher 
who  asked  that  certain  question  about 
Miss  Viola  Turnquist,  now  the  happy 
Mrs.  Wes  Blasen. 

— Associate  Editor  Schmidt 

Youngstown 

New  additions  to  the  adding  machine 
sales  division  are  Frank  E.  Whitten  and 
J.  Fred  Whitten.  Are  they  twins,  broth¬ 
ers,  cousins,  father  and  son  or  just  a 
couple  of  lads  called  Whitten?  Sug¬ 
gested  slogan:  “When  you  think  of  add¬ 
in’  think  of  Whitten.” 


Albany 

Would  you  know  Underwood  durabil¬ 
ity?  Read  this:  today  we  received  an 
order  from  General  Electric  Co.  for  an 
11"  Noiseless,  taking  in  exchange  a  No. 
4  Underwood,  serial  number  292463 
which  we  sold  them  on  March  3,  1910, 
and  which  they  have  used  steadily  ever 
since. 

— Branch  Manager  McMahon 

New  Haven 

Finnigan  is  in  again !  Last  month  we 
told  about  Finni- 
gan’s  tri-school  ad¬ 
ding  machine  con¬ 
test  which  resulted 
in  one  sale.  Now 
lie’s  back  with  an¬ 
other.  This  time  an 
Underwood  Sund- 
strand  8120P  to 
the  Water  bury 

Catholic  high 
school.  And  we 
have  Finnigan’s 
word  for  it  that  the  order  for  the  third 
is  on  the  fire,  which  will  give  him  100% 
on  this  self-initiated  contest. 


During  the  “May  for  Minton”  contest, 
we  staged  a  little  side  contest  in  the 

adding  machine  di¬ 
vision  with  Sales¬ 
men  Root  of  New 
Haven,  Creagh  of 
Bridgeport  a  n  d 
Finnigan  of  Water- 
bury  participat¬ 
ing:  loser  to  buy 
both  the  winners  a 
dinner.  Therefore, 
on  June  3,  Messrs. 
Creagh  and  Finni¬ 
gan  sat  down  to 
dinner  as  guests  of 
Root,  the  loser. 
Better  luck  next  time,  Salesman  Root. 

• 

To  our  Bridgeport  service  department 
we  welcome  Stephen  Von  Zorad,  as  ap¬ 
prentice.  He  is  doing  an  excellent  job 
and  we  predict  a  great  future  for  him. 

• 

Our  sincere  sympathy  is  extended  to 
Harry  F.  Lyons,  typewriter  salesman,  in 
the  loss  of  his  mother. 

—Associate  Editor  Rotteck 
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Andrew  Cerruti,  publicity  division,  and  Clyde  Jungbluth,  portable  divi¬ 
sion,  are  to  be  congratulated  on  this  new  “two-purpose”  window  and 
t  ounter  display.  As  indicated  in  the  illustration  below  the  picture  of  the 
gill  graduate  may  be  displayed  during  the  present  season,  while  in  Septem¬ 
ber  this  can  be  covered  with  the  picture  of  the  school-boy.  Meanwhile  the 
picture  of  the  boy  can  be  used  as  a  wall-card  inside  the  store.  This  display, 
when  used  with  the  de  luxe  advertising  folder,  shown  at  the  right,  will  do  a 
real  selling  job  for  branches  and  dealers  who  use  them  to  full  advantage. 

1  be  UEb  Portable  line  includes  a  machine  for  every  purse. 


T.  J.  Finnigan 


JUNE 


Hartford 

Here  is  belated  contribution  clipped 
from  the  Hartford  Times : 

TWENTY-FIVE  YEARS 
AGO  TODAY 

February  11,  1910 

The  Underwood  Typewriter  Company 

announces  plans  to  double  its  plant 

by  building  a  factory  400  feet  long, 

50  feet  wide,  and  five  stories  high. 

The  cover  photo  on  the  April  number 
of  the  UEF  NEWS  gives  some  indication 
of  how  the  Hartford  Works  have  grown 

during  the  past  quarter  century. 

• 

Among  the  younger  members  of  the 
Hartford  sales  force  is  Dick  Lamb,  a  na¬ 
tive  Connecticut 
Nutmeg,  who  was 
born  in  Simsbury, 
educated  at  Wes¬ 
leyan  and  trained 
in  the  art  of  selling 
by  the  Connecticut 
Mutual  Life  Insur¬ 
ance  Company. 

After  his  gradu¬ 
ation  from  Wesley¬ 
an  in  1932,  Dick 
spent  three  months 
touring  France, 
Germany,  Switzer¬ 
land  and  Belgium 
in  a  Baby  Torpedo  “Renault”. 

He  succeeds  Eddie  Fisch,  covering 
outside  territory,  which  means  that  he 
is  stepping  into  a  pretty  big  pair  of 
shoes.  Most  of  the  customers  in  this  ter¬ 
ritory  have  expressed  their  willingness 
to  change  their  diet  from  Fisch  to  Lamb. 

Eddie  Fisch,  meanwhile,  is  acting  as 
sub-branch  manager  at  Bridgeport  under 
Dick  Howard  of  New  Haven  and  doing 
a  swell  job,  too. 

Incidentally,  Dick  Lamb’s  chief  hob¬ 
by  is  fishing,  which  may  mean  something 
for  all  we  know. 

• 

Emil  J.  Schoch,  accounting  machine 
salesman,  has  just  witnessed  the  success¬ 
ful  fruition  of  a  campaign  which  he 
started  some  time 
ago  at  the  office  of 
the  Aetna  Life  In¬ 
surance  Co. 

His  first  move 
was  to  recommend 
the  replacement  of 
old  E-F  indirect 
subtractors  with 
the  new  double¬ 
crossfooters.  Such 
a  recommendation 
naturally  invited 
competition  and  a 
type  of  machine  with  a  multiplying  fea¬ 
ture,  since  multiplying  was  necessary  for 


each  completed  statement. 

The  application  details  were  as  fol¬ 
lows:  Net  amount  of  insurance  is  accu¬ 
mulated  in  left  crossfooter  (Quantity). 
This  amount  is  multiplied  by  the  insur¬ 
ance  rate  on  a  calculating  machine  and 
the  result  copied  by  the  E-F  operator, 
adding  into  the  right  crossfooter 
(Money).  This  represents  the  gross 
amount  due. 

The  discount  rate,  e.g.  15%,  and  its 
complement  figure  to  100%,  e.g.  85%, 
are  both  set  up  on  opposite  sides  of  the 
calculator  keyboard  and  are  multiplied 
by  the  result  just  produced  on  the  cal¬ 
culator  and  which  is  still  retained  in  the 
right  crossfooter.  This  operation  pro¬ 
duces  both  the  Discount  amount  and  the 
Net  Amount  Due  in  the  calculator  dials. 
When  these  results  are  copied  by  the  E-F 
operator,  proof  is  assured  that  the  Gross 
Amount,  Discount  and  the  Net  Amount 
Due  were  the  same  on  both  machine 
units  and  that  they  were  transcribed  cor¬ 
rectly  by  the  operator. 

Salesman  Schoch  demonstrated  how 
greater  efficiency  could  be  obtained  with 
the  use  of  our  Double  Crossfooters  in 
conjunction  with  a  standard  calculating 
machine,  than  would  be  possible  with 
the  competitive  machine.  That  his  dem¬ 
onstration  was  successful  is  evidenced  by 
the  fact  that  he  secured  an  order  for  two 
CAX13AE-9Q/8D  Elliott  Fishers  and  a 
promise  that  three  more  will  be  ordered, 
to  replace  old  equipment,  in  the  very 
near  future. 

— Associate  Editor  Seymour 

Boston 

From  a  Questions  and  Answers  col¬ 
umn  in  the  Boston  Evening  Traveler,  C. 
H.  Prentice,  manager  typewriter  divi¬ 
sion,  clips  and  submits  the  following: 

Q.  Does  noise  retard  office  work? 

A.  It  is  estimated  that  even  office  work¬ 
ers  who  think  they  become  accus¬ 
tomed  to  continuous  noise  actually 
spend  20  to  25  per  cent,  of  their  ener¬ 
gy  repelling  the  shock. 

Tell  this  to  prospects  who  are  inclined 
to  “pooh  -  -  pooh”  your  sales  talk  about 
the  advantages  of  the  Underwood  Noise¬ 
less  or  the  new  Special  Standard. 
Portland 

And  speaking  of  the  Special  Stand¬ 
ard,  Durand  Felter,  branch  manager,  re¬ 
ports  that  E.  H.  Larry,  typewriter  sales¬ 
man  at  that  branch  recently  sold  one  of 
these  machines  to  the  Waterville  Savings 
Bank  of  Waterville.  The  stenographer 
who  was  to  use  the  machine  was  thor¬ 
oughly  sold  on  a  competitive  make,  but 
when  she  saw  and  tried  the  Special 
Standard  it  “got  her.” 

Recommended  Reading 

“Equip  Your  Office”  by  Chapin  Hos¬ 
kins  in  the  May  15  issue  of  Forbes  is 
worth  any  salesman’s  time,  it  is  good 
reading  of  the  worth-while  kind. 


Dick  Lamb 


Emil  J.  Schoch 


Phoenix 

J.  T.  Burns  of  the  Tucson,  Arizona 
sub-branch,  cashed  in  on  a  cartoon  in  a 
recent  issue  of  This  Week.  The  cartoon 
depicts  a  delivery  man  with  a  Noiseless 
under  his  arm  at  the  office  of  a  boiler¬ 
maker.  The  caption  reads,  “I  said,  ‘Did 
you  order  a  NOISELESS  TYPEWRIT¬ 
ER?”’ 

Burns  showed  the  cartoon  to  John 
W.  Murphey  of  the  Murphey-Keith 
Building  Co.,  steel  fabricators  and  build¬ 
ing  constructors.  The  very  nature  of 
their  own  business  increased  Mr.  Mur- 
phey’s  appreciation  of  noiseless  typing. 
Mr.  Murphey  got  the  point  and  Burns 
got  the  order.  Thanks  to  Artist  Stroth- 
mann  and  This  W eek. 

— Associate  Editor  Russell 


San  Francisco 

D.  O.  Bassett,  he  of  the  serious  expres¬ 
sion  who  gazes  at  you  pensively,  looks 
much  more  pleased  these  days  than  he 
did  when  this  picture  was  taken.  Reason: 
He  recently  turned  in  an  order  for  13 
CAX63AE8D8D  Elliott-Fisher  account¬ 
ing  machines,  which  after  nine  months 
of  strenuous  effort  he  sold  to  the  Asso¬ 
ciated  Oil  Co. 

Bassett  secured 
the  order  for  three 
reasons:  1.  Pro¬ 
duction  —  Elliott- 
Fisher  was  20% 
faster  than  any 
other  equipment 
that  was  tried  in 
extensive  tests;  2. 

Durability  —  As  a 
former  user  of  E-F 
equipment,  this 
customer  traded  in 
twelve-year  old  ma¬ 
chines;  3.  Service 
— The  Comptroller  of  the  Associated 
Oil  Co.,  complimented  Bassett  on  the 
sales  and  mechanical  service  which  he 
has  always  received  in  the  past. 

Due  to  the  terrific  tests  carried  on  by 
the  customer,  we  feel  that  the  obtaining 
of  this  order  is  a  definite  illustration  of 
the  superiority  of  our  product. 

—Branch  Manager  Young. 


D.  O.  Bassett 


Denver 

One  reason  why  All-Stars  are  all-stars, 
is  that  they  are  forever  doing  something 
unusual  in  a  big  way.  Last  month  All- 
Star  Salesman  Liebes  sold  864  boxes  of 
Ellwood  carbon  paper  to  the  New  Mex¬ 
ico  Relief  Agency  at  Santa  Fe.  Good 
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salesmanship  and  a  good  product  com¬ 
bined  to  convince  the  Agency  that  it 
was  to  their  interest  to  use  this  carbon 
paper  and  to  order  it  in  money-saving 
quantities.  This  sale,  along  with  other 
supply  sales,  gave  Liebes  better  than 
600%  of  his  monthly  quota. 

— Branch  Manager  Sloat. 

Boise 

Miss  Dorothea  Jorgensen,  pictured 
here,  is  a  student  at  Boise’s  new  and 
thriving  business  college,  Boise  Busi¬ 
ness  University,  which  is  headed  by 
Louis  F.  Diehl,  C.P.A. 

Although  unable  to  use  her  right  hand, 
because  of  an  affliction.  Miss  Jorgensen 
operates  an  Underwood  typewriter,  a 
Sundstrand  adding  machine  and  Elliott 
Fisher  accounting  machine. 

Recently,  in  a  ten-minute  speed  test, 
Miss  Jorgensen  wrote  35.2  words  per 
minute  WITHOUT  ERROR.  Her  work 
on  the  adding  and  accounting  machines 
is  equally  accurate. 

Miss  Jorgensen  has  had  less  than  two 
years  of  business  college  training  and 
less  than  one  year  of  typing.  There  are 
many  two-handed  operators  who  might 
envy  her  speed  and  accuracy. 

—Associate  Editor  Salisbury 

Sacramento 

Early  in  May  we  had  a  very  attractive 
exhibit  at  the  Modesto  Junior  College 
Business  Show,  which  was  a  great  suc¬ 
cess. 

The  exhibit  was  planned  and  prepared 


by  our  Modesto  representatives,  Lee 
Bros.,  and  to  them,  Miss  Olsen  and  Mr. 
Cato  go  all  the  credit  for  two  days  of 
demonstration  and  sales  activity. 

— Associate  Editor  Walsh 

Salt  Lake  City 

On  May  15  Alfred  Jensen,  sales  man¬ 
ager,  accounting  machine  division,  re¬ 
ceived  the  following  telegram: 

UNDERWOOD  ELLIOTT  FISH¬ 
ER  WINS  ACCOUNTING  MA¬ 
CHINE  ORDER  STATE  OF  UTAH 
LIQUOR  STORES  STOP  AFTER 
SOLID  MONTH  NEGOTIATIONS 
AND  BITTER  COMPETITION 
ALL  COMPETITORS  COMMIT¬ 
TEE  SELECTED  FOURTEEN 
INCH  THREE  REGISTER  UN¬ 
DERWOOD  STOP  DELIVERING 
NEW  MACHINE  OUR  STOCK 

F  H  HALL 

The  part  of  the 
story  that  isn’t  told 
in  the  telegram  is 
that  two  competi¬ 
tors  had  to  call  in 
special  representa¬ 
tives  from  their 
Home  Offices  to 
help  them.  The 
special  representa¬ 
tives  were  on  the 
ground  all  during 
the  negotiations 
but  all  to  no  avail. 


F.  H.  Hall 


Bowling  News  Gives 
Way  to  Golf 

C.  S.  Duncan,  our  widely-known  sec¬ 
retary  and  treasurer,  joined  the  Hole-in- 
One  Club  on  May  19,  when  he  spooned 
one  straight  from  tee  to  pin  on  the  195- 
yard  ninth  hole  of  the  North  Hills,  Long 
Island  golf  course. 

Before  this  happened  Branch  Manager 
Branchaud  of  Grand  Rapids,  whose  boys 
recently  annexed  the  bowling  trophy, 
sent  in  a  golf  challenge  to  all-comers. 


Miss  Ruth  Schmidt,  Grand  Rapids  as¬ 
sociate  editor  writes:  “Mr.  Branchaud 
would  like  to  issue  another  challenge — 
and  Grand  Rapids  will  supply  the  trophy 
- — -to  any  UEF  golf  foursome.  Our  team 
would  consist  of  M.  L.  Branchaud ;  M. 
Drost,  sales  department;  L.  F.  Bonnes, 
service  foreman  and  W.  R.  Woods,  ser¬ 
vice  department.  All  games  should  be 
played  on  courses  averaging  from  6300 
to  6500  yards  with  a  71  or  72  par.” 

There  is  some  disagreement  among 
philosophers  as  to  which  produces  the 


biggest  liars,  fishing  or  golf.  Your  Edi¬ 
tor,  who  will  maintain  an  attitude  of  dis¬ 
creet  interest,  urges  some  likely  four¬ 
some  to  accept  this  challenge.  Results 
will  be  posted  in  this  column. 

Excuse  it ,  please 

In  an  earnest  endeavor  to  have  this  is¬ 
sue  of  the  NEWS  ready  for  distribution 
at  the  Sales  Camp,  it  was  necessary  to 
bring  out  the  May  issue  before  the  usual 
closing  date  which  explains  why  many 
contributions  sent  in  for  May  appear  in 
this  issue. 

Effective  with  this  issue,  Associate  Edi¬ 
tors  are  requested  to  get  in  all  field  news 
by  the  first  of  the  month.  This  will  en¬ 
able  us  to  have  the  NEWS  ready  for  de¬ 
livery  not  later  than  the  20th. 

The  increased  “newsiness”  of  the 
NEWS  has  been  due  to  the  unfailing 
efforts  of  the  staff  of  100  Associate  Edi¬ 
tors  who,  of  late,  have  literally  swamped 
us  with  material.  Keep  it  up,  boys  and 
girls! — Editor 


VICE-PRESIDENT:  From  Sales  Man¬ 
ager,  Supply  Division,  E.  W.  Curtis, 
Jr.,  who  joined  the  former  Elliott- 
Fisher  Company  in  1927,  was  advanced 
recently  to  the  post  of  Vice-president 
and  General  Manager  of  the  Neidich 
Process  Company,  Burlington,  N.  J. 
As  sales  manager  of  the  supply  divi¬ 
sion,  Mr.  Curtis  won  the  friendship 
and  loyal  support  of  the  entire  sales 
organization  and  to  his  new  position 
he  brings  not  only  sales  acumen,  cou¬ 
pled  with  executive  ability,  but  also 
the  best  wishes  of  every  member  of 
the  UEF  family. 

Fishy  Fishing  Letters 

Following  are  two  letters  anent  the 
1935  Sales  Camp  which  will  be  read  with 
pleasure  by  every  Camper  who  comes 
under  the  guidance  of  the  Piscatorial 
Arrangements  Committee.  Oh,  just  call 
it  fishing!  And  whether  you  fish  or  not 
you’ll  get  a  kick  out  of  this  epistle  to  the 
educated  Bostonians: 


JUNE 
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Dear  Mr.  McBrien: 

Your  letter  of  May  14th  addressed  to  Mr. 
Arnold  on  the  subject  of  fishing  at  Montauk 
Point  has  been  referred  to  me,  apparently  for 
the  reason  that  the  Camp  officials  have  ap¬ 
pointed  me  Chairman  of  the  Piscatorial  ar¬ 
rangements.  Rating  such  a  title,  therefore, 
makes  it  necessary  for  me  to  know  my  fish. 

Now,  to  answer  your  question  as  to  the 
kind  of  deep  sea  fish  you  may  expect  to  catch 
during  the  period  of  our  Camp.  I  will  name 
them  in  the  order  of  their  importance: 


1.  Stenotomus  chrysops 

2.  Centropristus  striatus 

3.  Tautogo  Onitis 

4.  Paralichthys  dentatus 

5.  Cynoscion  regalis 

6.  Pomatomus  saltatrix 

7.  Pollachius  virens 

8.  Thunnus  thynnus  secundodorsalis 

9.  Xiphias  gladius 

From  the  above  you  will  see  that  a  wide  va¬ 
riety  of  fish  are  in  season  and  with  the  above 
indication  of  what  you  may  expect  to  catch, 
you  will  no  doubt  bring  with  you  the  proper 
fishing  tackle. 

Having  noted  sometime  ago  through  the 
U.E.F.  NEWS  that  you  are  an  expert  fish¬ 
erman,  I  did  not  believe  it  was  necessary  to 
treat  with  these  fish  by  their  common  names. 
Realizing,  however,  that  Clarence  Prentice 
and  Claude  Minton  do  not  know  their  fish 
by  their  proper  names,  I  had  better  give  you, 
for  their  benefit,  the  common  names  of  each 
of  the  above  mentioned: 


1.  Porgy 

2.  Sea  Bass 

3.  Black  Fish 

4.  Fluke 

5.  Weak  Fish 


6.  Blue  Fish 

7.  Pollock 

8.  Tuna 

9.  Sword  Fish 


Species  5,  6,  7,  8  and  9  are  caught  only 
by  Trolling  and  present  arrangements  do 
not  yet  include  facilities  for  going  after  these 


fish.  I  am  endeavoring,  however,  to  sell  the 
Camp  Officials  on  the  idea  that  besides  the 
one  boat  we  have  already  chartered  for  bot¬ 
tom  fishing  (species  1,  2,  3,  4)  we  should 
also  have  one  or  two  boats  which  would  per¬ 
mit  of  the  sport  of  going  after  larger  fish, 
particularly  7,  8  and  9.  I  hope  I  will  be 
successful  because  there  is  some  real  sport 
in  this  type  of  fishing  for  good  fishermen. 

I  realize  that  the  average  fisherman  does 
not  always  have  tackle  for  this  type  of  heavy 
fishing,  but  I  believe  it  would  be  pro¬ 
vided  by  the  skippers  of  the  boats,  should  it 
be  included  in  the  fishing  program. 

Sincerely  yours, 

(signed)  F.  A.  GREIS. 

Equally  amusing  is  this  reply  from 
Boston,  the  land  of  culture,  the  home 
of  the  beans  and  the  cod,  where  Lowells 
speak  only  to  Cabots  and  Cabots  speak 
only  to  God. . .(especially  on  Sundays)  : 

Dear  Mr.  Greis: 

Referring  to  your  letter  of  May  17th,  1935, 
I  find  that  dear  old  Harvard  confirms  the 
scientific  names  which  you  have  given  these 
fish,  and  I  was  wrong  in  even  assuming  that 
you  were  talking  about  vegetables.  If  I  ever 
get  a  Tuna  on  a  hook,  you  will  find  that  the 
Greeks  had  a  word  for  what  I  am  going  to 
say. 

However,  according  to  the  best  Harvard 
authorities  the  Brevoortia  tyrannus  are  also 
occasionally  called  “Porgy.”  That’s  news. 

Regarding  the  sea  bass,  you  did  not  men¬ 
tion  in  your  letter  that  they  are  members  of 
the  Serranidae  family,  of  course,  you  just 
forgot  to  mention  it. 

You  might  be  interested  in  knowing  that 
the  black  fish  are  a  stromateoid  fish  only  in 
the  Atlantic.  This  should  give  particular 
pleasure  to  those  fellows  from  the  Pacific 


Coast  as  these  Centrolophus  niger  will  be 
something  new  to  them.  Of  course,  someone 
will  have  to  hook  one  first. 

I  am  informed  by  very  good  authorities 
that  a  fluke  is  not  burdened  with  the  name 
paralichthys  dentatus  which  you  have  placed 
upon  them,  but  are  really  fasciola  hepatica. 
Am  I  right  or  am  I  right? 

You  might  be  interested  in  knowing  that 
the  poor  weak  fish,  cynoscion  regalis,  are 
called  Squeteague  or  sea  trout  by  the  cul¬ 
tured  people  of  Boston. 

The  good  old  blue  fish  give  a  great  battle 
on  the  end  of  a  line,  and  we  hope  that,  in 
spite  of  the  scientific  name  that  they  carry, 
that  we  will  be  able  to  catch  some  of  them. 
Trolling  is  necessary,  and  the  bait  must  be 
wet  with  Haig  &  Haig.  (What  a  waste  of  H 
&  H!— Editor) 

In  regard  to  the  Tuna,  I  do  not  know 
where  you  got  the  word  secundodorsalis  as 
my  authority  tells  me  that  that  means  Arrow 
Collar,  and  I  never  saw  a  tuna  fish  wearing 
an  arrow  collar,  in  fact,  I  never  saw  a  Tuna 
except  in  a  can  after  mayhem  had  been  com¬ 
mitted  on  the  poor  fish. 

I  must  admit  that  they  picked  the  right 
man  for  the  Chairman  of  the  Piscatorial  ar¬ 
rangements  as  I  doubt  if  there  is  anyone  else 
in  the  organization  who  knows  that  a  sword 
fish  is  an  Xiphias  Gladius ,  but  what  we  will 
all  want  to  know  when  we  see  you  at  Mon¬ 
tauk  is  whether  these  fish  will  bite  on  a 
zermis,  which  you  no  doubt  will  know  is  the 
proper  word  for  what  an  average  fisherman 
would  call  a  worm,  garden  variety. 

With  best  regards  for  larger  and  better 
paralichthys  dentatus  (whatever  they  are) 
I  remain, 

Yours  truly, 

(signed)  H.  T.  McBRIEN. 


Atlantic  District 

Albany,  T.  J.  McMahon;  Buffalo, 
Jack  Tench;  Hartford,  A.  A.  Sey¬ 
mour;  New  Haven,  R.  A.  Howard; 
Providence,  R.  L.  Murphy  and 
W.  T.  Austin ;  Rochester,  Charlotte 
Smith;  Springfield,  R.  E.  Ward; 
Syracuse,  F.  M.  Quirk;  Boston,  C.  H. 
Prentice  and  H.  T.  McBrien;  Port¬ 
land,  P.  S.  Donovan. 

New  York  District 

New  York,  G.  A.  Meinecke,  A.  H. 
Peters  and  A.  Tirabassi;  Comptrol¬ 
ler’s  Dept.,  J.  H.  Gilmore;  Treas¬ 
urer’s  Dept.,  W.  V.  G.  Riblet;  New¬ 
ark,  H.  L.  Young. 

Eastern  District 

Allentown,  J.  A.  Downs;  Balti¬ 
more,  H.  L.  Disney;  Charlotte,  W. 
R.  McDowell;  Harrisburg,  H.  B. 
Taylor;  Philadelphia,  W.  F.  Clark; 
Richmond,  Ogarita  G.  Myers ;  Scran¬ 
ton,  L.  E.  Decker;  Washington,  H. 
H.  R.  Helwig  and  J.  V.  Brownell. 

Central  District 

Akron,  G.  R.  Windsor;  Cincin¬ 
nati,  A.  E.  Zugelter;  Cleveland, 
A.  J.  McNellan;  Columbus,  A.  B. 


Associate  Editors 

Chrisman;  Detroit,  O.  O.  Fair; 
Grand  Rapids,  Miss  Ruth  Schmidt; 
Lousiville,  Harry  Hitt;  Pittsburgh, 
L.  S.  Webster;  Toledo,  J.  R.  Gardin¬ 
er;  Youngstown,  C  T.  Boulware. 

W estern  District 

Chicago,  F.  C.  Snow,  G.  Birming¬ 
ham  (service) ;  Davenport,  F.  M. 
Anglim;  Des  Moines,  E.  M.  Whit¬ 
aker;  Green  Bay,  C.  B.  Bretzke; 
Indianapolis,  Marion  Darr;  Milwau¬ 
kee,  C.  M.  Murphy;  Minneapolis,  S. 
S.  Baker;  Omaha,  Marion  Dennis;  Pe¬ 
oria,  A.  V.  Longenecker;  Rockford, 
C.  R.  Oehler;  South  Bend,  W.  A.  Ha- 
zelton ;  St.  Louis,  Miss  M.  SchmeTge  ; 
Kansas  City,  D.  E.  Conklin. 

Pacific  District 

Boise,  A.  J.  Salisbury;  Butte,  W. 
Crist;  Denver,  A.  D.  Brown;  El 
Paso,  E.  W.  La  Tourette;  Fresno,  L. 
A.  Weitz;  Los  Angeles,  W.  J.  Diet- 
rick;  Phoenix,  G.  G.  Russell;  Port¬ 
land,  F.  G.  Aff;  Sacramento,  A.  G. 
Walsh;  Salt  Lake  City,  Berenice 
Daley;  San  Diego,  J.  J.  Voorheis; 
San  Francisco,  Selma  Stein;  Seattle, 
Aurelia  Lonseth;  Spokane,  R.  C.  La 
Torres. 


Southern  District 

Atlanta,  Ellen  Cook;  Birming¬ 
ham,  W.  H.  Blaney;  Dallas,  N.  W. 
McCormick;  Houston,  0.  H.  Cook; 
Jacksonville,  J.  E.  Neahr;  Memphis, 
Sam  Cooper;  Nashville,  J.  A.  Pitt¬ 
man;  New  Orleans,  J.  L.  Videau; 
Oklahoma  City,  M.  A.  Babcock. 
Export  Service 

F.  D.  Lehn.  George  Bender. 

Foreign 

Austria,  K.  Weiss;  Austria  and 
Balkans,  S.  Surmagne;  Belgium,  J. 
LePas;  Bulgaria,  E.  Warthanesian; 
Canada,  J.  L.  Seitz;  Czechoslovakia, 

K.  Tuebner;  Cyprus,  Miss  A.  Mar- 
coullides;  Denmark,  A.  Laursen,  and 
P.  Mogelvang;  England,  E.  A.  Trefz- 
ger;  Estonia,  K.  Rosenberg;  France, 

L.  Grandjean;  Germany,  A.  Lorant; 
Hungary,  Dr.  P.  Kovacs;  Italy,  Dr. 
G.  G.  Roseo;  Latvia,  0.  A.  Hansen; 
Norway,  D.  Bentzen;  Poland,  FI. 
Diering;  Spain  (Barcelona),  E. 
Truniger;  (Madrid),  A.  Stoecklin; 
Sweden,  B.  Henning;  Switzerland,  A. 
Reinle;  Syria,  J.  C.  Khouri. 
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BRANCH 

STANDINGS 

MAY 

FIVE  MONTHS 

1.  Boise 

24.  Kansas  City 

47.  Davenport 

1.  Salt  Lake  City 

24.  Richmond 

47.  Baltimore 

2.  Washington  (AA)  25.  New  York  (T) 

48.  Des  Moines 

2.  Washington  (AA) 

25.  Portland,  Ore. 

48.  Youngstown 

3.  Spokane 

26.  Atlanta 

49.  Birmingham 

3.  Washington  (T) 

26.  Cincinnati 

49.  Toledo 

4.  Washington  (T)  27.  Memphis 

50.  Toledo 

4.  El  Paso 

27.  Green  Bay 

50.  Providence 

5.  El  Paso 

28.  Phoenix 

51.  Minneapolis 

5.  Butte 

28.  Birmingham 

51.  Philadelphia 

6.  Butte 

29.  Charlotte 

52.  Scranton 

6.  Atlanta 

29.  Jacksonville 

52.  New  Haven 

7.  Salt  Lake  City  30.  Providence 

53.  Pittsburgh 

7.  Hartford 

30.  Memphis 

53.  Louisville 

8.  Denver 

31.  Peoria 

54.  Akron 

8.  Denver 

31.  Charlotte 

54.  Boston  (T) 

9.  Nashville 

32.  Detroit 

55.  New  York  (AA) 

9.  Houston 

32.  Des  Moines 

55.  St.  Louis 

10.  Sacramento 

33.  Omaha 

56.  Springfield 

10.  Spokane 

33.  Chicago 

56.  Cleveland 

11.  Seattle 

34.  Jacksonville 

57.  Milwaukee 

11.  Boise 

34.  Milwaukee 

57.  Syracuse 

12.  Richmond 

35.  Indianapolis 

58.  Cleveland 

12.  Oklahoma  City 

35.  Indianapolis 

58.  Springfield 

13.  Portland,  Ore. 

36.  Columbus 

59.  Boston  (T) 

13.  San  Diego 

36.  Harrisburg 

59.  Albany 

14.  San  Erancisco  37.  Philadelphia 

60.  Albany 

14.  New  Orleans 

37.  Columbus 

60.  Grand  Rapids 

15.  Los  Angeles 

38.  Chicago 

61.  Allentown 

15.  New  York  (T) 

38.  Fresno 

61.  Allentown 

16.  Harrisburg 

39.  Louisville 

62.  Boston  (AA) 

16.  Phoenix 

39.  Peoria 

62.  Minneapolis 

17.  Oklahoma  City  40.  Baltimore 

63.  St.  Louis 

17.  Sacramento 

40.  South  Bend 

63.  New  York  (AA) 

18.  San  Diego 

41.  Hartford 

64.  Syracuse 

18.  San  Francisco 

41.  Rochester 

64.  Boston  (AA) 

19.  New  Orleans 

42.  Rochester 

65.  Youngstown 

19.  Nashville 

42.  Akron 

65.  Rockford 

20.  Green  Bay 

43.  New  Haven 

66.  South  Bend 

20.  Dallas 

43.  Pittsburgh 

66.  Portland,  Me. 

21.  Dallas 

44.  Portland,  Me. 

67.  Grand  Rapids 

21.  Detroit 

44.  Davenport 

67.  Buffalo 

22.  Fresno 

45.  Cincinnati 

68.  Rockford 

22.  Seattle 

45.  Omaha 

68.  Newark  (AA) 

23.  Houston 

46.  Buffalo 

69.  Newark  (AA) 

23.  Los  Angeles 

46.  Kansas  City 

69.  Scranton 

‘ 
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SALESMENS 

STANDINGS 

MAY 

FIVE  MONTHS 

■ 


fe,: 


ss 


1. 

J.  A.  Fallon 

New  York  (T) 

16.  E.  J.  Gallagher 

Detroit 

1.  ★  L.  T.  Turner 

Detroit 

16.  H.  B.  Hillis 

Los  Angeles 

2‘ 

D.  O.  Bassett 

San  Francisco 

17.  E.  R.  McMahon 

Seattle 

2.  ★  J.  Burton 

Chicago 

17.  J.  C.  Eckstrom 

Sacramento 

3. 

D.  L.  Short 

Portland,  Ore. 

18.  H.  B.  Hillis 

Los  Angeles 

3.  W.  J.  Modrack 

Detroit 

18.  W.  C.  Berg 

Pittsburgh 

4. 

ill 

R.  M.  McCleary 

New  York  (AA) 

19.  Ii.  C.  Hart 

Houston 

4.  R.  M.  McCleary 

New  York  (AA) 

19.  F.  M.  Clothier 

Harrisburg 

5. 

J.  Burton 

Chicago 

20.  G.  H.  Werner 

New  York  (AA) 

5.  E.  C.  Diedrich  1 

Washington  (AA) 

20.  E.  J.  Gallagher 

Detroit 

6. 

A.  C.  Tweed 

Philadelphia 

21.  L.  T.  Turner 

Detroit 

6.  J.  F.  Grady 

Washington  (AA) 

21.  O.  M.  McCracken  Indianapolis 

7. 

C.  J.  Rogers 

Washington  (T) 

22.  H.  H.  R.  Helwig  Washington  (T) 

7.  L.  P.  Bahan 

New  Orleans 

22.  A.  C.  Tweed 

Philadelphia 

8. 

A.  G.  Landrus 

Washington  (AA)  23.  J.  A.  LaRoque 

Baltimore 

8.  J.  T.  Lafferty 

New  York  (T) 

23.  T.  A.  Bowdoin 

Charlotte 

9. 

W.  T.  Austin 

Providence 

24.  J.  R.  Middaugh  Harrisburg 

9.  C.  J.  Rogers 

Washington  (T) 

24.  J.  B.  Paltz 

Syracuse 

10. 

E.  J.  Hilton 

Kansas  City 

25.  G.  E.  Reynolds 

Buffalo 

10.  L.  V.  Amann 

Syracuse 

25.  L.  J.  Quinn 

Memphis 

11. 

W.  W.  Francis 

Washington  (AA),26.  G.  L.  Davis 

Omaha 

11.  Al.  M.  Shaver 

San  Francisco 

26.  W.  W.  Francis 

Washington  (AA) 

12. 

F.  R.  Coffin 

Harrisburg 

27.  A.  J.  Ricci 

Philadelphia 

12.  A.  G.  Landrus 

Washington  (AA) 

27.  I.  Smith 

Detroit 

13. 

O.  W.  Schaeffer 

Nashville 

28.  I.  Smith 

Detroit 

13.  J.  A.  Fallon 

New  York  (T) 

28.  J.  S.  Larson 

Albany 

14. 

E.  A.  Heberg 

Chicago 

29.  T.  H.  Spencer 

San  Francisco 

14.  E.  A.  Heberg 

Chicago 

29.  E.  C.  Mott 

Washington  (AA) 

15. 

* 

J.  C.  Eckstrom 

Sacramento 

30.  A.  M.  Labatt 

Minneapolis 

15.  H.  H.  R.  Helwig 

Washington  (T) 

30.  D.  O.  Bassett 

San  Francisco 

★  — Qualified  for  All-Star  Club 


Printed  in  U.S.A. 
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Salesmen  "go  places"  when  they  have  superlative  products  to  sell, 
when  they  have  confidence  in  themselves  and  in  their  Company. 
It  is  easier  to  sell  products  manufactured  by  the  most  capable 
craftsmen  from  the  finest  materials.  And  it  is  a  great  satisfaction  to  be 
associated  with  the  leading  manufacturer  of  typewriting,  accounting 
and  adding  machines,  and  the  supplies  that  are  a  pari  of  them.  The 
obligation  of  leadership  in  any  industry  is  TO  LEAD.  Underwood 
Elliott  Fisher  has  accepted  its  obligation  in  presenting  its  complete 
line  of  modern  office  machines ...  Star  Products  for  Star  Salesmen! 


ERWOOD  ELLIOTT  FIS 
tlve,  WorlcLf  Bus,  * 
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